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‘AN ENGINEERED HOME Lik =P 
NEEDS AN ENGINEERED CHIMNEY” = ad c i ke ; l 
That's why Robert Bartlett Bldg. GL 
Corp. switched to Van-Packer C GC C M Y 
Packaged Chimney PA KA ED HI NE 


668 HOME PROJECT INCLUDES 
WIDE PRICE AND SIZE RANGE 
OF ON-SITE CONSTRUCTION 


Van-Packer Chimneys are perfectly 

adapted to these Bartlett Engineered 

Homes that seli for as much as 

$18,500. This is one of the outstanding 

developments in the tough Chicago 

market. The Van-Packer installation — 
time of 3 hours or less helps maintain 

the schedule of a house a day com- 

pleted and sold. 


Hees the advice of giant construction enterprises like the Robert Bartlett 
Bldg. Corp., who have proved that Van-Packer Chimneys save construc- 
tion time; eliminate waiting time and clean-up; conserve space; lower 
costs; insure best heater performance. Accepted and proved in the indus- 
try! Accepted by builders everywhere . .. meets F. H. A. requirements... 
proved superior and safe in grueling tests by Underwriters’ Laboratories. 
So compact, so lightweight one man can set up in 3 hours or less. 

BUILDERS, write today for complete details. We will quote on your 


specifications and the number of houses you plan to build. There is a 
\. distributor near you for prompt service. 


Everything needed is 
shipped with every Van- 
Packer Chimney. There is 


jnothing else to buy “Lk =P | } 


| CORPORATION 


Rm. 1749 1A 
130 SOUTH LA SALLE STREET CHICAGO 3, ILLINOIS 
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Gwonce R, Paut, Architect 


Plan a disappearing act” 
for telephone wires 


Hidden telephone wiring helps protect the beauty of 
carefully planned interiors. It helps, too, in selling 
quality-conscious prospects. For telephone raceways are oe ae — Suet 
a sign of thorough planning and thoughtful construction. 


It's easy and inexpensive to build in telephone race- 
ways. First, select convenient locations for telephone 
outlets. Then, during construction, have a few lengths of 
rigid or flexible conduit placed inside the walls and 
connected to the outlets. These provide “hidden pas- 


“ 4 . 
sages” for wires when telephones are installed later on. = TELEPHONE OUTLET 


Your Bell Telephone Company will be glad to help 
you. Just call the local Business Office for assistance 
in planning telephone service in the homes you build. 


BELL TELEPHONE SYSTEM ( £&)) 





BRIGGS LAUNGHE 


HOME BUILDING AND HOME 


IDEA IK 
LLING | 


uli 


UMPLETE BATHROOM 


in every home 


WiTH 


It’s the modern trend—the sales packed feature that will make your homes sell faster! 


Iwo Bathrooms —instead of one! Here's a modern 
convenience that everybody wants 


Is it a sound idea? You bet! Because with new and 
proven installation economies, you can install two 
bathrooms im any size house at a minimum increase 


in over-all cost 


Your homes are automatically boosted into the deluxe 
class—making them sell faster at a higher margin 
of profit 


But the proof of any idea is in the doing. Let Alfred 
S. Levitt, Vice-President of Levitt & Sons, Inc., tell 


you what he thinks of the 2-bathroom idea 

“Our new community on Long Island, New York, to 
be known as ‘Landia’ will have 1,700 beautiful new 
homes. Each of these homes will have three bedrooms 
and two complete bathrooms in color. They will sell for 
under $14,000. I heartily endorse the Briggs ‘2-bath- 
rooms in every home’ idea.” 

Take a tip from the world’s greatest builder. Find out 
for yourself how you can build this extra value into 
your homes at surprisingly low cost. 


BRIGGS MANUFACTURING COMPANY 
3001 Miller Ave . Detroit 11, Michigan 
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BACK-TO-BACK INSTALLATION OFFERS 
TWO BATHROOM VALUES 
AT UNBELIEVABLY LOW COST! 


You'll be pleasantly surprised when you learn how 
reasonable it is to install two baths instead of one . 
how your customers will react when they learn that the 
addition to the monthly mortgage payments is so ex- 
tremely small. In ‘Back-To-Back”’ installation where the 
same rough piping serves both bathrooms, greatest 
economies are realized second best is the adjacent 
type of second story bath over one on the first floor 
utilizing the same “‘stack.”’ 

Don't take our word for it check figures . check 
your prospects. You'll agree this is the most timely idea 
for by-passing competition since the inauguration of 
Colored Bathroom Fixtures at only 10% above White* 
by Briggs! 

*10% extra charge for colored ware applies to complete sets 
including brass fittings. 
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BRIGGS Gecujuuee IS 
AVAILABLE IN 4 BEAUTIFUL 
COLORS AS WELL AS WHITE! 





IVORY — Many decorative schemes match per 
fectly with Briggs Beautyware in Ivory. Walls 
of light yellow, aquamarine or 


chartreuse 
are suggested 





SANDSTONE—A popular shade because ut har 
monizes so perfectly with a wide 
decorator Walls of pale 

chartreuse, ceiling in dark green 
sa suggested combination 


range of 
green of 


floor 


colors 


llow 





SKY BLUE— Many builders have found that a 


decorative 


combination such as walls ir 
ivory, pale lavender, dusty rose or other 
pastel shades lends a soft, pleasing effect 





SEA GREEN—This 


beautiful 
blends with many decorator colors. Walls of 


shade easily 


ivory, peach or light rose with ceilings in 
gray or pale pink is often used 


BRIGGS PASTEL COLORS were scientifically 
— d and developed to blend easily and 
harmoniously with H 

of color combinations 
rator 


e widest possible range 
All are basic “deco 
colors, utilized in home planning by 
some of the nation’s most prominent interior 
decorators 





BE SURE 
TO SEE... 


the EXCITING 
DISPLAY for 


g 


) 
HOMES 
... at the NAHB Convention! 


Remember last year’s Home Builders Show? 
The magnet was the National Homes booth, 
jammed constantly with people eager to get 
the facts about the nation’s largest producers 
of prefabricated homes. This year’s display will 
be even more interesting. Don’t miss it. See 
why National Homes are the leaders in sales, 
in satisfied customers, in enthusiastic dealers! 


_ Nation’s Largest Producers SPACES 94-95 
of Prefabricated Homes... at the STEVENS 








‘ NATIONAL HOMES Corporation - Lafayette, Ind. 


EASTERN PLANT... HORSEHEADS, NEW YORK 
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Another builder gets on the 
BANDWAGON 


The all-electric kitchen of the Zeh home 
features not only an electric refrigera- 
tor, ventilator, food waste disposer and 
fully automatic laundry, but the kind 
of range that's truly automatic, really 
modern. Of course... it's ELECTRIC! 


This Zeh home in Los Angeles has the 
kind of architectural lines that makes 
home seekers become home buyers. 
Flood lighting and weather-proof con- 
venience outlets make electric conve- 
nience available outdoors, too! 


“It takes more than looks to sell a house and keep it sold,” says Mr. Zeh 
whose homes in Los Angeles, California, have made a national reputa- 
tion. “No builder nowadays would think of installing anything but auto- 
matic heat and automatic electric refrigerators in his new houses. And 
just as people take those things for granted, they're looking for auto- 


matic electric cooking equipment.” 


Are you giving home buyers what they want in the houses you build 
for them—automatic modern Electric Ranges? 


NaTIONAL REAL Estare AND BuILpinG JoURNAI 


January, 1951 


LQ 
YoU HOUSES WITH 


ELECTRIC A> 
RANGES 


ELECTRIC RANGE SECTIO 
Sanat Biectstent i * SA lati 
155 East 44th Street, New York 17, N. Y. 
ADMIRAL © COOLERATOR © CROSLEY © DEEPFREEZE 
FRIGIDAIRE « GENERAL ELECTRIC » GIBSON « HOTPOINT 
KELVINATOR « LEDO *« MONARCH © NORGE © PHILCO 
UNIVERSAL * WESTINGHOUSE 
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will you 
be building 
in the next 


few months 
Me em 
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Photographs by Rodney McCay Morgan 


“AMERICAN HOUSES inc. 


BRANCH OFFICES: Richmond Va. — Washington, D. C.— Knoxville, Tex, 
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165 West 46th Street, New York 19, N. Y. 


_ PLANTS: Allentown, Pa.—Lumberton, N. C.—Cookeyille, Tenn. 


u“ No oth 
even oP 
flexibilit 


Flexibility—the ability to move quickly into any type of 
building operation — is of paramount importance to 
today’s builders. 


No one knows exactly what the building situation may 
be. You may want to build low-cost housing, medium- 
priced housing, high-priced housing. You may want to 
build barracks, warehouses, grain bins or other special 
purpose buildings. You may want to build apartments, 


duplexes or single houses, one-story or two-story. 


No matter what type of building you do, you can get the 


Our new booklet “Results Speak 
for Themselves” describes and 
illustrates the use of American 
Houses’ product in many different 
types of building. Use the coupon 
at right to get your free copy. 


greatest degree of flexibility by using the product of 
American Houses, Inc. Shown on these pages are typical 


examples of construction by American Houses’ customers. 


American Houses, Inc. was founded in 1932. It has pro- 
duced more prefabricated dwelling units than any other 


manufacturer in America. 


What American Houses, Inc. offers you is unique—a de- 
sign and prefabrication service, backed up with on-the- 
job assistance by a sales and field service staff. If you 


operate East of the Mississippi, your territory may be open. 


AMERICAN HOUSES, INC. 
165 W. 46th Street, New York 19, N. Y. 


Please send me your new booklet 
“Results Speak for Themselves.” 


Name. 
a 
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FROM MARYLAND TO CALIFORNIA, 
IN BETWEEN, BUILDERS TELL US: 


tg the realistic way 


AND ALL STOPS 
af 


Mr. Thos. P. Coogan, President 
of the National Assn. of Home 
Builders, says: “IT am particu- 
larly pleased with the G-F ap- 


pliances installed in our Bal 


a 


Mr. J.P. Lenny of Runnemede, 
N. J. save: “Credit restrictions 
make the market more competi 
We intend to 


emphasize General Electric 


tive than ever! 


Mr. F. F. Sebastian, President 
of Arden Manor Investment 
“All 


2200 of our homes are to be 


Co.. Sacramento, Cal 


completely equipped with G-I 
I {UIpy 


Mr. Arthur Oman of Brockton, 
Mass “During 
cluded General 


1950 we in- 
Electric Kit- 
chens; sold 125 houses in just 


10 days 


Naturally, we expect 
Harbour Manor . . 


ably 


. Consider Kitehens! During 1950 we used 
greater effort will be re- (,-1 


quired this year to sell houses 


Kitchens and Laundries. Gives toe apitalize on our success with 


Kitchens dur- 


ing the current vear 


appliances, sold 55 of 137 our homes a distinct advantage General Electric 


houses the first day! over others 


WHICH PLAN WILL YOU OFFER HOME BUYERS? 


This G-l. Kitchen includes: Auto- 
Dishwasher-Sink and Dis 
Automatic W asher, Range, 


Refrigerator, all-steel cabinets. Of- 


\eeeaet 


EpEreerr 
“Sgeaeeart 


= enall, 


fer it for only $5.94 extra a month 


through a long-term “Packaged 


Mortgage.” 








A refrigerator and range. under present redit 


regulations, costs about $25.50 a month above 
regular mortgage payments. However, vou 
can offer a complete General Electric Kitchen 
for only $5.91 a month! 
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to sell Houses in‘SI” 


We don’t have to tell you that fewer houses will be 
built this year. 


But the fact remains that hundreds of thousands of 


houses WILL be built and sold during 1951. 
Mr. Michel Randal is planning 


to include General Electric 


Mr. H. R. Houck of Houck 
ap- Realty Co., Houston, 
pliances in his new 350-home “Sold 170 houses equipped with . . houses with all-electric living . . . 
project in Lang iclend, N. ¥. C-E Ritshens dosing E958. We houses with the General Electric Kitchen-Laundry! 
“These next 12 months.” save @2@in plan on featuring G-h ? 
Mr. Randal, “the General Elee- Kitchens. 


And. the houses that will sell the fastest in this more 
competitive market will be the very type that sold fast- 
est during 1950. 


Texas 


Gives our homes an 
tric Kitehen can be a more po- edge over others in about the 


tent selling tool than ever!” same price bracket, 


Take advantage of our Architectural 
Consulting Service at the Convention 


General Electric planning experts will be glad to talk with 


you about your 1951 projects at the Chicago Convention. 


Look for Booths 115 and 116. Our Architectural Consulting 


Service. we believe. can be of great assistance to you in de- 


signing and improving kitchens and layouts for your houses. 


So make it a point to bring your house plans to Chicago 
However, if you can't be at the Convention. contact your 
G-b Distributor, or address a note to us and we'll see that 
vou receive all the facets you need. Llome Bureau. General 


klectric Company, Bridgeport 2, Connecticut. 


Why not let G-E pre-sell your houses? 


General Electric offers you all this... 


© Tested merchandising programs that have helped so full line of cabinets and appliances 
ri ‘ - rs ¢ I - é Sd ‘Ss Test l s. 
many other builders enjoy phenomenal sales result @ Assistance in designing and improving kitchen lay- 


@ The brand of electrical appliances that people prefer outs for your houses 


to all others. 


@ And most important: G-E equipment is world-famous 


@ One source of supply for matched equipment . for its dependability! 


You can put your confidence in— 


GENERAL CO ELECTRIC 
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(Below) 
Details of radiant heat 
installation with Zonolite 
concrete 


(Above) 


Pouring a regular Zonolite 
concrete floor. 


ZONOLITE* Self-Insulating Floors 
Sell or Rent Homes Faster! 


Zonolite concrete floors prevent condensation— 
block loss of heat into the earth, and by minimizing 
heat lag, permit more accurate and immediate 
response to thermostatic control. Because of these 
qualities Zonolite concrete rids you of the problem 
of cold, clammy floors. 

What's more, your prospects know that Zonolite 
is their best buy. Through continuous national 
advertising in the Saturday Evening Post, American 
Home, Better Homes and Gardens, and regular 
nationwide publicity, they 
have learned to look and 
buy where the Zonolite 
Job Signs are displayed! 
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Typical use of Zonolite insu- 
lating concrete with radiant 
heating coils 


Zonolite costs less to 
install too! Light and easy 
to handle it can be poured 
rightonthe ground. Write 
today for construction 
details, absolutely Free! 











ZONOLITE 
COMPANY 
135 South LaSalle Street 
Chicago 3, Illinois 
ese et me 


Zonolite Co., Dept. NRE-11 
135 S. LaSalle St., Chicago 3, Ill 


Mail me free information on applications of Zonolite concrete 1 


i for on-the-ground floors 


Name 


Address... 


1 *Zonolite is a registered trademark 


AT LUMBER OR BUILDING MATERIAL DEALERS 


2 January, 1951 





The Washington Column 


Washington, D.C. “Legislating with the head 
lines’ — that’s what is going on in the Nation’s Capi 
tol today. As new crises arrive, new legislation 1 
drafted to provide the tools and personnel to carry 
out legislative policies. In the field of housing, the 
chief subject is control of materials and defense hous 
ing. The latter is hard to define because no one in 
Washington is yet ready to define exactly what con 
stitutes a “defense area.” And defense housing, with 
some sort of materials priority system, is expected to 


furnish around 100,000 units out of the government's 


goal of 850.000 units. 
* > * 

Watch for a new Title “Nine” patterned after Title 
“Six” of the present National Housing Act. It would 
provide the special incentive for building housing in 
defense areas . if and when the latter are named 
It is expected that quotas for such areas will be de 
termined by HHFA, and strict adherence will be the 
theme. Occupancy would be limited to defense work 
ers, with Uncle Sam determining the rentals. Ten 
ants would be certified by the government. Talk 
around Washington is that both for-rent and for-sale 
housing would be erected under Title “Nine.” The 
maximum mortgage amount on a one-family unit 
would be an estimated $8100, with two-family units 
checking in for $16,000. 

> * * 

Other schemes are hatching in Washington all 
designed to produce defense housing quickly. One 
idea advanced would be for the government to allow 
accelerated depreciation of new housing put up by 
investors. Idea nearest fruition. however. is for a 
revival of the Lanham Act. with upwards of $300 
million for community facilities. Present thinking 
calls for 25.000 units to be built under the act this 
year, more if conditions warrant 

* * * 

The National Production Authority has announced 
that it will hire an estimated 11.000 persons to ad 
minister new controls. About 5000 will be in Wash 
ington, the rest in NPA field offices around the coun 
try. The 11,000 member staff is expected to be on 
duty by September, 1951 

* * * 

Contrary to expectations, the House Committee on 
Veterans’ Affairs will not rush headlong into exten 
sion of the GI Bill benefits to Korean War veterans 

notwithstanding great pressure expected to be 
exerted by professional vet groups in Washington 
Representative John Rankin (D.. Miss.) will be the 
chairman of the Committee. He still thinks the 
country would have been better off without the Gl 
Bill. He favors a lump sum bonus plan in settlement 
of any national obligations to vets. However. vet 
groups will probably win their fight for extension 

* * * 

The changes in the rent control law just passed 
by Congress mean that municipalities now having 
federal rent control but which have not taken action 
to extend the control to June 30, will remain under 
federal control at least until March 31. if they take 
no action at all. The municipal government board, 
however, has until March 31 to act to continue con 
trol for the additional three months to June 30. On 
the other hand, the municipality by action of the mu 
nicipal governing body can remove control anytime. 
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13 million 


rhe fact that over 13 million Frigidaire 
refrigerating units have been built and 
sold is definite proof of their overwhelm- 
ing popularity. And the reason for that 
popularity is the outstanding quality of 
the product. The quality that has proved 
over and over that Frigidaire makes a 
better. rhe 
Frigidaire quality that is the end result 
of 30 of 
manufacturing experience in the 


good building genuine 


overt years ind 


field 


engineering 


refrigeration. 


lo millions of homemakers, the very 


name Frigidaire” is synonymous with 


quality. And, whether they are potential 


homeowners or apartment dwellers, 


reasons for 
choosing FRIGIDAIRE 


Frigidaire’s popular appeal can exert a 
powerful influence on these people in 
helping to establish the desirability of 
your buildings. 

Frigidaire Model AM-60 (illustrated) 
has been designed to meet the particular 
demands of today’s modern apartment 
and small-home kitchens. Has 6 ecu. ft. 
11.7 sq. ft. of shelf space 


16-lb. capacity Super-Freezer 


capacity 
yet re- 
quires a minimum of floor space. 


FRIGIDAIRE 


America’s No. 1 line of Refrigeration 
and Air Conditioning Products 


Be sure to visit Frigidaire Exhibit, Notional Association of Home 
Builders, Jan. 21-25—Hotel Stevens, Chicago, Spaces 74, 75, 76 


Money-saving Meter-Miser 
simplest cold- maker Trays 
built. Oiled life ind 
sealed in steel against dirt and with 


ever for 


moisture, it is amazingly eco- or a travful 


nomical, ¢ ompat t, trouble-free, iluminum ¢« 


NaTIONAL Rea Estate 


Double-Easy Quickube Ice 
slide 


finger-touch « 


is 


ons 


aND ButLpING JouRNAL 


Frigidaire Division 
1, O. (In Canada 
Phe 


709 ¢ 


Refrigerators 

Electric Ranges 
Electric 
\utomatic 


7 


AJ 
Dryers 
out instantly 
quickly 
two 


All 


cubes 
vou wish 


truction 


January, 1951 


General Motors ¢ 
ommercial K 


se send further information 


Water Heaters 
Washer, 


FREE 


the Frigidaire products shown below 
asking. Look for your 
Dealer's Yellow 
phone book 


complete quick facts about 


are yours for the 
Frigidaire 
of 


name in 


Pages 


Frigidaire 
Refrigerators 

t ser 
3 to 


capacities 


} types 
sizes from 


ft 


cu 
Frigidaire 
Electric Ranges 
9 models fron part 
ment house sizes to th 
twin-oven De Luxe 
Frigidaire 

Air Conditioners 
Window-type Air Co 
ditioners in two models 
Self-contained 


come in three 


n 


types 
and five 


ton sizes 


Frigidaire 
Water Heaters 
10- to 80-gallon capac 


Round table 
top models 


ity. and 


Frigidaire 

Automatic Washer 
The only Automati 
Washer with Live-Water 
Action and new Select 
0-Dial 


Frigidaire Electric 
Clothes Dryers 
Will dry 
in any kind of 
Variable 


perature control 


Automatic 
clothes 


weather 


ten ™ 
Built 


in ozone lamp 


Frigidaire 

Electric lroners 

Cut tronming time 

half. Prestoe-Matic foot —} 
control lets both hands 
guide clothes 


> 


Ln 


Frigidaire Electric 
Dehumidifier 
Removes moisture fron 
Pow 
famou 


Miser 


automatically 
the 
Frigidaire Meter 


ered by 


1499 Amelia St 
12. Ont.) 

products checked 

Food Freezer 

Kitchen ¢ 

Roo 

Electric 


orp Dayton 


vad. Leaside 


ibout Frigidaire 


ibinets & Sinks 
Air Conditi 


Dehumidifier 


m ners 


lroners, 





MORE AND MORE BUILDERS who use Amercian-Standard Heating 
Equipment and Plumbing Fixtures, are finding this a strong 
selling point to stress in their own advertising. It tells the 
public that only the best products were used . . . creates con- 
fidence in the top quality of the whole dwelling. 


“I feel that the success of the Sherwood 
Forest plan is largely due to the quality 
materials used—including American- 
Standard Heating Equip t and Plumbing 
Fixtures. From experience | have found 
that the American-Standard name is well 
known and carries a lot of weight with 
home buyers.” 
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happening To Sherwood Forest 


this Sherwood Forest, a residential subdivision of 
Momphia Tennessee, there's a buzz of activity these days 
Here, smart, modern homes—some still in the process of 
construction—line the streets which bear the names of such 
legendary characters as Robin Hood, Friar Tuck and Little 
John. But these quaint street names are about the only con- 
nection with the Sherwood Forest of old for this new 
residential district is as modern as tomorrow. All houses 
have central heating. And, naturally, they are equipped with 
the latest features and conveniences including both 
American-Standard Heating Equipment and Plumbing Fix- 
tures 
The idea for the development of Sherwood Forest was con- 
ceived by builder Herbert W. Morton. The subdivision con- 
tains 568 lots, laid out on contours to preserve as much as 
possible of the hardwood forest. The cheerful, distinctive 
houses were built to market for a maximum price of $12,000 
In 1946 and 1947, 156 houses were built in Sherwood 


Forest. These were single family units of brick veneer or 


LOOK FOR THIS MARK OF MERIT 


frame construction and were sold for prices ranging from 
$10,000.00 to $12,000.00. During 1948 Mr. Morton built 
and sold 40 additional units in this same price range. In 
1949, 156 houses were erected on some of the remaining lots 
and sold for prices ranging from $6,500.00 to $10,000.00 

As Mr. Morton says, American-Standard Heating Equip 
ment and Plumbing Fixtures were an important factor in 
creating the enthusiastic demand for the Sherwood Forest 
homes 

The outstanding quality of American-Standard products 
backed by strong, consistent advertising, has created a public 
acceptance throughout the country. You will create satisfied 
customers when you install American-Standard products in 
the structures you build or remodel. Whatever the type or the 
size of the project, you will find just the heating equipment 
and plumbing fixtures you need in the complete American 
Standard line. Ask your Heating and Plumbing Contractor 
for details. American Radiator & Standard Sanitary 
Corporation, P. O. Box 1226, Pittsburgh 30, Pennsylvania 








MASTER PEMBROKE Bath 


WYANDOTTE 
Winter Air 
Conditioner 


PENLEDGE 
Levatory 


CUSTOM-LINE 
Sink 


KEWANEE TONAWANDA 
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NAHB 


See the 1951 home in Chicago. 
Visit P&H space 117, 
NAHB show, January 21-26, 7 
Stevens Hotel. 


NOW! 


p & H shows you how to win 
on the 1951 Home Front 


You can triple your profits in 1951 by following the easy, P&H 
Builder Plan. Small and medium builders—get big project advantages—low, controlled costs; 
volume sales with minimum risk; maximum turnover on your money. End your supply prob- 
lems. Whether you build 5 or 500 homes, P&H gives your projects eye appeal that’s buy appeal; 
steady sales at competitive prices in line with current government restrictions. 

Home buyers will recognize the individuality gained through the unlimited design combina- 
tions possible with P&H’s three basic sizes, 24 elevations, and dozens of special features. Loan 
agencies value the lasting durability of P&H factory-engineered construction—backed up by 
Harnischfeger Corporation's 66 years in the construction industry. Let P&H show you how to 
win on the 1951 HOME BUILDING front, write today. 


FREES torniehdener, Crpoatin 


HO US €E S 5. 1 of N 
21 Spring Street « Port ees bP 
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Local Conditions Are What Count 


HIS IS THE day of dire predictions. Up and down the country 

we hear guesses about what turn the nation’s economy will take 

On every street corner the prognosticators are assembled, ready to 

tell what’s going to happen to prices, wages, and business. But 

the businessman —in Sacramento, Oshkosh. Twin Forks, and 

Boston — is in a quandary. He doesn’t know from one commenta 
tor to the next whether to be bullish or bearish. 

In the real estate and home building industry we've seen ex 
haustive surveys about what turn home prices and home building 
will take. We've seen opinion on opinion about who's going to 
build what to sell at what price to whom. But in the last analysis 
you are the one who will largely decide whether your business 
will boom or bust in the years ahead. So let’s take an inventory 

Credit restrictions may have a serious effect on your business 
or they may not.If financing has always been conservative in your 
city, gauge your building and selling plans with that fact in mind 

not with what a fellow in a neighboring state is doing. There 
may be even a bigger market for higher-priced homes in your com 
munity. Certainly there will be more money probably more 
people able to pay the price. You're as good a judge of that as any 
me else 

There will be some building materials in short supply. You may 
or may not use many of those materials in your area. If you do, 
you may be able to get them anyway or discover other materials 
that will do the job as well. If you think you may be hard hit, 
you can alter your plans to suit conditions. Instead of building 
five or ten houses at a time to sell, you may build a demonstration 
model and take orders from that, providing adequate protection 
in your contracts. 

The armed services may take a heavy toll of your personnel, but 
beware of filling in the gaps with deadweight. A close check of the 
age, reserve status, and number of dependents of your men will 
give a good indication of what you can expect in the near future 
As of now. non-reserve veterans aren't being called, men with 
four dependents are being deferred, and the draft age limit is 26 

There will be a real estate boom in many communities. Industrial 
relocation, population shifts, more commercial activity will give 
impetus to housing demand . . . and to prices. As has always been 
true, the very diversity of the real estate business building 
brokerage, property management, appraising, insurance — will 
be a hedge against crippling conditions in any one activity 

More complicated taxes and restrictions will provide added rea 
sors Why your property management service is indispensable. And 
the emergency is opening up more demand for such service. On 
the properties you currently manage, if you've postponed modern 
ization, now may be the best time to go ahead. A long emergency 
period may keep costs going even higher. Meanwhile, postponed 
modernization may cause your properties to reach obsolescence 

In the period ahead, sellers will be more profit-minded than 
ever. Buyers educated to the latest in living conveniences and 
shackled by restrictions, will be looking even more for tomorrow's 
houses at yesterday's prices. That's going to take more informative 
selling. 

So your business in 1951 is largely up to you. Yes, conditions 
will be governed to a degree by what Mr. Malik says in the UN 
and what course Charles Wilson thinks our defense production 
should take. But that degree will vary from city to city. Your busi 
ness will depend on how you analyze those conditions on your 
own local level and chart your plans accordingly. If you'd rather 
decide what to do today on the basis of what your favorite com 
mentator said this morning, be ready for a bumpy ride on the 


political barometer 
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You Have to Watch the LITTLE THINGS 


To get quality construction and save on costs 


L [MOST quality at no sacrifice 
in cost will be more necessary 
this vear than ever. New home 
buvers are more discriminating. 
Yet material and labor are edging 
upward, and skilled mechanics are 
becoming scarce 

rhe situation calls for close, per- 
sonal supervision of the important 
little details that mean higher 
quality and that save on costs 

A good example of what to do 
and how to do it is supplied by 
O. G. “Bill” Powell. realtor-build 
er of Des Moines. Iowa Bill Pow 
ell is noted in the trade for his 
strict personal attention to every 
step in the construction of his 
homes. He has a reputation for 
building top quality houses. with 
prices that compare with the ordi 
nary kind. 

We asked him to tell us what 
things get most of his attention, 
and why. He builds as many 
80 to 100 houses a year, and as 
few as 15 or 20. Recently he has 
majored in the $17,000 to $30,000 
bracket, although at war's end he 
constructed low-cost houses for 
returning veterans. Like many a 
realtor-builder he builds both for 
sale. and custom-built. 

The Powell formula starts with 
the beginning of the job, and car 
ries on through every step. It is a 
good case study of spetellene 


as 


18 


What are the things to watch for that spell quality, and also help 
reduce costs? Every builder has his own methods, and some of his 
formula depends on what price bracket he is serving. Here is a 
down-to-earth case study of one builder’s operations that may help 
you. Bill Powell of Des Moines is known throughout lowa as a qual- 
ity builder, with an eagle eye to details. This article is the result 


of probing into the Powell pattern of quality, cost-saving building 


1) “Plan your house to suit 
your site. That’s rule number one. 
and while many builders believe 
they do it, I know of many who 
don't. Instead of going to the lot 
with a measuring tape, I take 
along a surveyor. We determine 
the location that will get the best 
view. and what the grade eleva 
tion will Some builders go 
ahead and dig a basement on what 
appears the most likely spot. gues 
sing at lot and street lines, with 
never a thought to finish grade 
lines. relation to adjoining prop 
erty, and the finished appearance 
A house should fit the lot and ap 
pear as if it just grew there. We 
send a certified survey of the lot 
to the owner a little detail that 
helps 

2) “Square the hole. We are 
careful to see that the footings are 
put in right. We ‘square the hole’ 

square it with all the lot lines. 


be 


We use instruments to be sure 
that our footings are level and of 
proper thickness so that the foun 
dation wall can be started from a 
level beginning. No building up 
here and there to offset a founda 
tion that is not level. We person 
ally inspect basement walls to be 
sure that door or heat openings 
are put in where they should be 
It is surprising how often such 
things are overlooked by the crews. 
especially if you are building with 
a variety of plans. 

3) “Order a little extra material 
We always order extra joists. raf 
ters, and other framing members 
No matter how rigid your require 
ments, there are usually some poor 
ones in the lot. These we can dis 
card if we have replacements on 
the site. If we didn’t have them. 
the poor stuff would go in. Of 
course we personally inspect all 
lumber as nearly as possible, to 
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rule out inferior grades, knotty 
and curved members. Such materi 
al can be returned for credit. 

+)“Provide room for workmen 
to work, I never put a crew of 
carpenters on the job until the 
basement has been backfilled and 
rough graded, thereby making it 
much easier for carpenters to work 
around the building without 
planking over holes. We try to 
keep our jobs cleaned up at all 
times. It helps in selling and it 
helps in working, too. No shavings. 
No climbing over stuff. No losing 
tools in the debris on the floor. We 
hire common labor to do this, of 
And we think it pays off 
People come around in the eve 
nings, and the place looks neat and 
clean. The more junk in a house 
the smaller it looks 


course 


»)*Avoid cutting framing mem 
bers. | watch that joists and head 
ers are placed so as to allow for 
heating and plumbing installation; 
no cutting and replacing. This is 
most important and regardless of 
how capable your carpenters are, 
if you aren't careful you will find 
some of them will overlook this 
detail. 

6) “Don’t skimp on your heat 
ing requirements. That is impor 
tant in our climate. We subcon 
tract our heating and plumbing 
So often the average heating man 
will recommend a smaller size of 
furnace and will say I need six 
runs when seven really are need 
ed. He is in competition with other 
firms who want the job, and he 
will be tempted to skimp because 
it can get by. The amount of cold 
air returns is most important 
When our own past experience 
leaves us in doubt on difficult heat 
ing problems, we seek the advice 
of a qualified heating engineer. 

7) “Provide the little nice things 
in plumbing. We believe in good 
plumbing, and we put in as many 
fixtures as we can such as towel 
bars that add an extra touch, and 


soap dishes. We use only two-com 
partment sinks, lavatories with 
legs and towel bars, garbage dis 
posal units in the kitchen. We use 
only copper piping. even copper 
waste lines. We always feature 
nationally advertised products 

8) “Provide adequate wiring 
We go all out in wiring to provide 
adequate circuits. One of the first 
things people look at is the num 
ber of outlets. We are always glad 
when we hear people say ‘Here's 
one house with enough lighting 
outlets.’ We also provide telephone 
outlets in various parts of the 
house — always one in the kit 
chen, and usually one also in the 
basement 

9) “Neat jobs of lathing help 
I make it my business to be sure 
that all corners and angles are re 
inforced with metal, and we strip 
our seams with metal. That means 
the plasterer has to put on plenty 
of plaster to cover the metal. The 
result means clean lines, and less 
chance of cracking and breaking 
We believe in using good materi 
als, and favor three or four coat 
work. We have a full-time decora 
tor on the job who does excellent 
work. We know that folks like our 


paint jobs, and some of their praise 


belongs to the plastering work that 
is done right. 

10) “Be particular about dec 
orating. We use extreme care in 
the selection of color schemes, and 
we believe that the cost of an ex 
tra coat of interior paint and the 
extra few cents spent for quality 
wallpaper pays off in sales appeal 
and customer satisfaction. 

11) “Make it a turn-key job at 
a turn-key price. We make the fin 
ished job as complete as we can, 
even to having the windows wash 
ed by a professional window wash 
er. We sod but we don’t shrub. We 
don’t go into frills or knick knacks 
but we put the emphasis on sound 
construction 


“These things all cost money. 


Lot elevation, views, relation to adjoining property . . 


but they money, too our 
constant watching every 
the way. More and more people 
vho are interested in buying a new 
house look at many other 
and they soon learn to look at how 
precisely our joists or beams are 
put together, that there are no cuts 
in the headers, and that all down 
the line there is evidence of care 
ful, painstaking workmanship 
Often they tell us themselves about 
these things. In any event, we find 
we have a reputation for quality 
And it is the only kind of reputa 
tion you can have if you expect 
to build quality houses.” 

Mr. Powell cites five basic feat 
ures of design which he finds are 
important to discriminating buy 
ers: 1) a vestibule or front hall; 
2) convenient breakfast table space 
in or part of the kitchen; 3) plenty 
of kitchen cupboards, including a 
broom closet; 4) a bathroom loca 
tion that is not directly visible 
from the living room or dining 
room; 5) ample closet and ward 
robe with as many extra 
closets as possible 

The Powell Realty Company is 
currently concentrating on Ash 
wood Oaks, a beautifully wooded 
area of Des Moines’ 
Other Powell subdivisions include 
Shawnee Park, Grassmere Addi 
tion, Waveland Hills, and some 
construction in Country Club 
Knolls. The company is a partner 
ship of two brothers; Oscar L., be 
ing the other partner and the com 
pany has been in business for 23 
years. 

Mr. Powell features nationally 
advertised products such as Amer! 
can Standard or Crane or Kohler 
plumbing, Bilt-Well millwork, 
Lennox furnaces, Barrett roofing, 
Rezo doors, Armstrong linoleum 
Schlage and Yale hardware 

“The national 
these products in themselves adds 


save 
step of 


houses 


spac e 


west side 


reputation of 


consumer appeal to our houses 


says Mr 


Powell 


not a de 


tail is overlooked by Realtor-Builder Powell in fitting his homes 


to their sites. And Powell finds that such things as two-compart 


ment sinks, disposal units, copper piping, front halls, draw pros 


pect’s appreciation. He even hires a professional window washer 


to give his homes that “ready for occupancy” look 





Modernization sets a pace 


e@ A downtown Cleveland apartment building offered location 


appeal, but it needed a transformation to attract tenants 


fp SIX-STORY downtown building in Cleveland was dilapidated, more than a half 
century old, and the upper four stories of apartment suites had been unoccupied 
for three years. But the building was similar to New York’s brownstone houses, which 
had been converted successfully into paying propositions, and its location near the 
center of the city was a valuable renting asset. 

So the owner, Mrs. Charles Burkett. decided to modernize convert the eight 
suites into 16 modern apartment units for bachelors and business women. 

The transformation required seven months. Complete cost of the modernization was 
$80,000, but all suites are now occupied and produce rents from $85 to $105 per month, 

To create 16 suites from the existing eight. walls were knocked out and others 
erected, but only non-bearing partitions were removed to prevent structural dangers 
and added expense 

Suspended ceilings were erected to change the room height from 10 to the more 
modern eight feet. This arrangement also made it possible to conceal necessary addi 
tional heating and ventilating ducts 

Rusted and patched heating and plumbing systems were replaced by Modine con 
vector radiators and American-Standard plumbing equipment 

Each of the two-room suites was equipped with a strip kitchen. made by General 
Electric, consisting of range. garbage disposer, refrigerator, and sink. The kitchen can 
be hidden or exhibited by means of a wide venetian blind which matches the walls 

Laundries were added on the fourth and sixth floors, each equipped with a coin-op 
erated automatic washer. Bathrooms were provided for every suite, a tub 
or shower installed, depending on the space available. Floor coverings. 
doors, hardware. and casings were replaced, and a new automatic elevator 
installed 

To attract tenants, an interior decorating firm furnished and decorated 
one of the suites. held it open for inspection for three days 
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Four upper floors in the six-story 
building had eight unoccupied 
apartments. Modernization doubled 
suites, brought quick tenancy BEFORE 


i 








Small, yet efficient, strip kitchens, easily hidden from view by This “open for inspection” suite showed prospective tenants 
a venetian blind, were installed in each of the two-room units how the new units could be furnished attractively, inexpensively 
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Modernization sets a pace 


@ Days of the 20-room apartments have passed into oblivion, 


but their features can be retained in space-saving conversion 





% Rooms — 1% Baths 


, 





KITCHEN BEDROOM 
DINING 


4'> Rooms — 2 Baths 


LIVING ROOM 
KITCHEN 





LIVING 
BEDROOM ROOM 





BEDROOM 


HE 12-STORY and penthouse structure overlook 

ing Central Park at New York’s 907 Fifth Avenue 
was typical of many of the luxury-type apartmeni 
buildings constructed in the 1920's. Its large suites of 
11 to 22 rooms boasted such features as large rooms, 
wood-burning fireplaces, high ceilings, galleries, that 
are prohibitive under today’s construction costs. Yet 
high operating costs and a decreased demand for such 
large space had outmoded the use of the 22 suites the 
building contained 

Realizing this and that there still remains a rental 
market for smaller luxury-type units combining both 
old and modern features, Budd Management Corp 
oration convinced the owner to convert the existing 
suites into 50 smaller, more compact units. 

During the current modernization, several apart 
ments have been vacated to form the nucleus for the 
reconversion. As soon as these are transformed into 
new suites, the manager will lease them to other ten 
ants in the building who now occupy larger units 

Apartments in the building will still remain com 
paratively large, from three to nine rooms, because 
the owners and managers feel that a demand still 
exists for larger apartments in the Central Park area 

The 45-foot ballrooms in many of the apartments, 
that epitomized the wealth of the 1920's, will be 
eliminated, but most of the picture galleries will be 
converted into entrance halls 

Twelve-foot ceilings and fireplaces will be retain 
ed, but apartments will be arranged to take full ad 
vantage of natural light. Double soundproof walls 
covered with Vermiculite plaster will be used be 
tween apartments. Kitchens will be furnished with 
new oversize refrigerators and electric ranges. 

Two passenger elevators will be available for use 
by tenants and one freight elevator for tradesmen. 

Gilbert Schwartz, vice-president of the Budd Corp 
oration, says that many luxury-type apartment build 
ings. which have good location and sound construc- 
tion but have become outmoded because of suite size, 
can be successfully converted into smaller, modern 
housing facilities to maintain investment value. 
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Modernization sets a pace 


@ The apartments were modern but the kitchens were antiquated 


so gement streamli 





\ ANY APARTMENT buildings are soundly con 
structed and in excellent condition, but their 
kitchens leave much : Kendall 
Cady of Downs, Mohl & Company, Chicago prop 


to be desired.” says 
erty management firm. ‘That was true in one of the 
buldings we manage. The suites were modern except 
for antiquated kitchens.” 

Kitchens in the 80-apartment building at 180 East 
Delaware had open shelves, little counter space, few 
base cabinets, and an “out-of-date” look. Realizing 
that kitchens. are one of the focal points in renting 
w selling residential property, the management com 
pany planned a kitchen streamlining program for all 


BEFORE 


d them to increase property value 


80 units. complete with modern, apartment-size ap 
pliances 

To make the best use of space, all five-room units 
were equipped with new electric ranges, refrigera 
tors, cabinet sinks with a dishwasher and garbage 
disposal unit. All appliances were arranged to pro 
vide more counter space, and new overhead cabinets 
were installed to replace outmoded cupboards and 
shelves. Smaller units were similarly equipped with 
the exception of the dishwasher 

Mr. Cady says, “We feel that by offering tenants 
facilities comparable to new buildings that we have 
increased the satisfaction of tenants and consequent 
ly increased the value of the property.” 





Photos by Electricity in Buildin 





Sure Cure for “Office Fatigue’ 
ene CALIFORNIA, where miracles are a com 


mon occurence, comes an idea of how to relax at 
your office, providing of course that you work in a 
balmy climate 

Burton S. Miller and Robert Vandgrift of Beverly 
Hills dreamed up the idea of a two-story office build 
ing complete with enclosed patio and swimming pool, 
even a landscaped lounging terrace for mid-morning 
lictation, 

Upper floor offices and ground level shops are en 
closed, both front and rear, with full plate glass walls 
And the offices open onto a balcony that overlooks 
the patio and pool No need to even worry about pri 
vacy, for redwood partitions are spaced around the 
balcony 

Principal question: Are tenants supplied with pens 
that write under water? 
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Tips On Filing Your Tax Return 


Many special tax rules affect the real estate and home building 


executive. Our tax expert reviews these in this article, points out 


several new provisions to watch in filing your 1950 tax return 


By BERT V. TORNBORGH, CPA 


Latest tax law changes. As mat- 
ters now stand, tax rates are up lor 
all individuals and for 
porations, with 
ther increases. For individuals, the 
upping” was accomplished by re- 
ducing the percentage of reduc- 
tions applied in computing the tax 


some cor- 


prospects of fur- 


Where the old percentage of re- 
duction was 17°, the new is 13°, 
where the old was 12°), the 
9°°; where the 


new is 
the 


old was 9.75! 
new 1s 2 y/ 


\s to corporations, the various 
brackets of income were climinat- 
ed and the tax is now a flat 23°; 
on all income plus 19°% surtax on 
income $25,000. For vez be- 
ginning after June 30, 1950, these 
rates go up even higher and will 
probably be further increased be 
fore 


over 


anvone gets to filing returns 


on such a fiscal vear basis 


Payment rate stepped up. It used 
to be that vou could pay your tax 
in equal installments 
Now the first two installments must 
be 30°) each, the last 


quarterly 


two 20°, 
Maximum. tax. For individuals, 
overall ceiling is raised from 

to 80°), for the calendar vear 

1950 and to 87°%, for tax vear be- 
ginning after September 10, 1950 
file? Anyone 
SOOO) or 


Who must with a 


gross income of more tor 
the vear must file a return regard- 
age, marital status 
and whether citizen on 
alien. It may happen that some on 
does not need to file , but neverthe- 
has an imcome tax withheld 
from wages or other compensation 
He should file anvway to assure re 
fund. Net income makes no difter- 
ence it 1s that 


who 


le ss ol place ol 


residence ’ 


less 


Toss income 


counts on the 
must file a 


question of 
return 
Partnerships. Although partner 
ships as such pay no tax, they must 
file a 1065) 


less of 


return (form regard. 


what their gross or net in 


come is. This is merely an “infor- 
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mation” return but not to be over- 


looked. 

Corporations. Unless specifically 
exempt as religious, charitable, et- 
cetera, all corporations must also 
file regardless of what the 
show. (form 1120) 

Joint or separate returns? ‘Thi 
old rules no longer hold good on 
this question. Married persons can 


figures 


get the benefits of “income-split- 
ting” only by filing a joint return, 
so there isn’t much choice. If wife 
separate however, 
separate returns 


has a income, 
advan- 


Pry the computation both 


mav be 
tagcous 
ways 
Overpayments — refunds. ‘The 
short form 10404, for individuals, 
refund claim for 
taxes. On the 
taxpaye! may 


is an automatic 
overwithheld 
1040, the 
cate at the 


long 
indi. 
page on 
refund or 
amount ap- 
estimated tax for 


form 
bottom of 
whether he wants the 
whether he 
plied 
1951. 
Signatures. The “John Hancock 
of each spouse must go on joint re- 
turns. No returns need to be 
rived but the 
a declaration 
penalties 


wants the 
against 


nota- 
signatures go under 
that carries perjury 

Estates and trusts. Much proper 
tv is held in estates and trusts and 
t brict on their tax status 
Form 1041 is 
used, a hybrid form that is partly 


resume 
mav not be amiss 
a tax return and partly an infor- 


mation return. This comes about 


because an estate or a trust is a 
separate taxable “animal” in some 

a funnelling de- 
similar to partner- 
when it is properly taxabl 
to the beneficiaries 


The 


ceased person goes on the regular 


cases and merely 
vice for income 
ships 
final tax return for a de- 
form 1040, even though signed by 
an administrator or an executor of 
the estate. A “common 
trust fund” does not file form 1041, 


so-called 
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and the income is taxed direct to 


the participants. The exemption 
for an estate is $600 and tor a trust 


$100 


Landlord's Rents are 
the most 


basis 


income. 
common item and, on a 


cash you them when 
collected. On 
report them when they should have 
been collected but only if you 
think they are still collectible. If 
you sue to collect, until 
have the verdict in favor 

Other 


ments reccived for cancelling leases 


report 
an accrual basis, you 


wait 
your 


you 


income items are pay- 
and option payments tendered by 
that 
they get possession It makes no dif 
ference if they do not go through 
with the deal 

Advance 
and if your tenant pays such items 


prospective tenants to assure 


rr ntals are also Incone 
as taxes, interest, repairs, that gives 
you that 
income but 


much additional rental 


vou can also de 
duct the expensé 


Landlord's deductions. These are 


common and include such items 


as management CX PeENses, interest 


coal, telephone, gas, lights, water 


taxes, wages, imsurance, commits 


Amon: 
deductions a1 


sions, travel, depreciation 


the less common 


carryover of preceding vear's net 


operating loss, demolition losses in 


some cases, and losses from aban 


] 


donment if you can show real 


loose because ol 
took 
that 


intent to cut 


worthlessness and steps to 


ward carrying out intention 


Capital assets sales. In order to 


report gains from such sales (o1 


exchanges), need to know the 
following facts: | 
property 2 
}) whether on 
tal asset, 4) \ 


have a sale (or 


you 
your cost of the 
how bong you he ld it 

not you have a capi 
hether or not you 
exchange If vou 
have all of thes 


you cannot properly report 


do not factors 
such 
gains 
Cost. 
the sum vou deduct 


sroadly speaking this is 
from the sell 
order to 


ing price in irrive ita 


gain or loss on a transaction. I 


vou bought the property you un 
doubtedly know what vou paid lor 
it and that is 
mack later 


ductions of that 


your cost unless you 


som idditiens or 1 
cost 

If you got the 
change, the 
the property 
may be the 
holder of the 
herited the 
would be the 
value at the date of 


property by ¢ 
be the 
held or it 


cost may cost ol 
you earlier 
cost of the previous 
property. If you in 
property the “cost” to 


market 
death, or in 


vou fan 





How do you get the attention and arouse the interest of a pros- 


Uno 


——Ij 


pect? Higher downpayments, still higher prices, war nerves have 
screened many home buyers out of the market. Those who are left 


are looking around, being more cautious, more selective. Yet, in 


the past few years, we've become mere order takers for houses. 
We've forgotten how to get — not attract — attention and stimu- 


By JUDSON BRADWAY, Realtor 


Detroit, Michigan it is 


\ Y EXPERIENCE with salesmen indicates that 

most of them do not seem to have serious com 
prehension of the importance or the meaning of the 
words “Getting Attention.”” They seem to think that 
getting attention is merely some process of attracting 
attention a loud suit or a booming voice or a toot 
of the horn outside a prospect's house 

Today, getting the prospect's attention to buy real 
estate is a major problem because it’s closely linked 
with arousing his interest to buy 

A few years ago a salesman came to me who ap 
peared to have every qualification to sell real estate, 
including a desire to work. He had been a successful 
salesman in a department store. and had accumulated 
sufficient funds to feel safe in quitting his job and go 
ing into our business. He had it all figured out how 
he was going on a straight, cold canvass 

We were operating extensively at the time in a 
newer section of Detroit to which people were mov 
ing from older sections. He claimed he knew many 
of these people and felt sure he could interest them 
in buying in the newer section. He came with me 
ind we worked out a territory, got a big list of names. 
and found out the business addresses of men living 
in the territory. He was to call on these men at their 
offices or at their houses. He had a remarkable per 
sonality, was courteous. and could approach people 
readily. 

He started to work with considerable enthusiasm 
before I left the office for a month. On my return he 
asked to see me. He was dejec ted He said. “Appar 
ently I was disillusioned about the real estate busi 
ness. I thought there was a lot of activity but I think 
I'll have to go back to selling merchandise. I have 
called on 150 people in 30 days and almost every 
where I go they tell me they're not interested.” 

I said, “Of course they're not interested. If they 
were interested they would have been down at the 
office or they already would have purchased. It was 
my understanding that you were going to interest 
them.” 

It was easy to see that he had done absolutely 
nothing to get the attention and arouse the interest of 
the people on whom he called After spending an 
hour a day with him for a week, he started out again 
and reported that five of the first ten people he called 
upon had indicated an interest and were prospects 
to buy 
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late interest of prospects. We need a 1951 sellanalysis. And here 
. +» seven steps to help boost you up the sales ladder 


Getting attention and creating interest is only the 
sincere, serious effort on the salesman’s part to apply 
the commonest kind of common sense to one of the 
simplest facts of human nature every action of 
man is prompted by some instinct. some desire 

Every action is influenced, if not ruled, by pride, 
egotism, curiosity, avariciousness, envy or jealousy 
Every human being instinctively desires to be happy, 
brave, successful, original, and popular. The so-called 
psychology of selling is nothing more or less than 
having constantly in mind these facts and, after hav 
ing determined which of these instincts is most likely 
to rule the actions of the prospect. to intelligently 
play upon these instincts 

Having determined which of his emotions or his 
instincts should propel him to give your offering at 
tention, then you need only apply the knowledge oi 
a certain other set of facts the common reactions 
of individuals to the remarks and actions of other in 
dividuals 

The real salesman is a thinker, not an order taker 
Some salesmen are what we might call “callers.” 
hey call and call upon their prospect. They talk and 
talk and think they have the prospect's attention. Per 
haps they have attracted it, but they have not gotten 
his attention. They have never stirred his interest 
and consequently they fail 

There are plenty of methods of approach for get 
ting attention and arousing interest. but only use 
those you know how to handle. You must know your 
self, your property, whether the method is applicable 
to the property and to the prospect, and then proceed 
systematically and intelligently to lay out a plan for 
using it 

Getting attention is just the beginning of creating 
interest. Naturally you cannot get the prospect's in 
terest until you have his attention. On the other hand, 
you can't really get his attention unless you can in 
terest him in some way. You can only interest him 
by appealing to some one instinct 

Here are some methods of obtaining interest and 
attention 

1. Always picture what your property will do for 
the buyer. If it is a home, show him what it will do 
for his children, for their better education. show him 
how the new home will give them better associates. 
will give his family better social standing. Show him 
how the district where you are trying to sell him is 
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appreciating in value, and that the district where his 
home is located is depreciating 


If he is renting a house show him with actual fig 
ures, not merely random statements, how he will 
actually save money by owning a home. It does not 
get you anywhere to merely make a statement to that 
effect. He may hear it but it will not register. It will 
not actually get his attention. Have a set of figures 
prepared and lay them before him, which show the 
exact situation. If the figures are not particularly 
convincing as to saving, then you can appeal to his 
instincts by reminding him of all of the other ad 
vantages to be derived from owning a home, being a 
better citizen. bringing up his children in one neigh 
borhood, having a more important part in the com 
munity affairs, et 

Try to get the amount of his rent before you go in 
to see him so that you can give him exact figures 

If you are offering investment property. talk to 
him about owning something entirely. which he can 
manage himself. and will not have to depend upon 
someone else's management as when he buys stock in 
a company, or if he does not care to manage it he can 
employ a manager and change the manager when 
ever he pleases. Talk about the steady income. There 
is never a time when good investment property does 
not pay an income. There are many times when 
stocks and even bonds do not pay dividends or even 
interest 

Show him a chart of the rent cycle and where we 
are in this cycle at the present time 

If you are offering industrial property you must 
be able to show him figures or with a map or a chart 
or something that he can visualize, that he can make 
a certain saving on a new location. on cost of labor 
transportation, freight rates. and you can always as 
sume, unless he already is in a thoroughly modern 
plant. that there will be a tremendous saving with a 
new plant and new machinery 

Always harp on the saving because if you cannot 
show him a saving you cannot sell him industrial 
property. We once spent $1,800 on engineering ser 
vices, making soundings and preparing a twenty-two 
page prospectus on a large piece of industrial proper 
ty. We were complimented upon it by the president 
of the prospect company. He said that he read every 
word of it and did not find one paragraph that was 
not interesting. The industrial engineer we employed 
was even able to make suggestions that were of defi 
nite value to him and which they had not been using 
in their business 

Remember, you must show the prospect “what the 
property will do for him first.” get his viewpoint. 
know what he is thinking about, discover why he 
should be interested 

2. Always try to get the prospect either in your 
office or on neutral ground. It is a very well-known 
psychological fact that every individual is less com 
bative. shows less resistance. gives much more undi 
vided attention, if he is not sitting in his own office 
It is much easier to find out what he really is think 
ing about if he is not on his own home ground 

3. Try to get the customer obligated to you. Of 
course you must not do this in any obvious 
Know your customer thoroughly. Study his habits 
Study his business. Find out about his family and 
then in your conversations with him. see if there is 
some way in which you can do him a service. some 
thing that he does not have someone at hand to do 
for him 


Way 
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You cannot possibly be of service to him unless 
you know a lot about him. Only recently I called 
upon a man who insisted he was not at all interested 
in an investment and would only talk about his 
troubles. I knew a lot about him already but freely 
entered into a discussion of his affairs. Finally he 
said: “I am now working on my income tax and I 
have got a problem which makes me wish I had never 
owned any real estate.” After a few more questions 
I thought I could see where his auditor apparently 
did not understand the situation. I went back to my 
office, consulted my own auditor, who looked up the 
law and recent decisions, consulted the Income Tax 
Department. and was able to go back to him two days 
later and show him a method by which his difficulty 
could be entirely overcome. After explaining this | 
had no difficulty getting his attention and later his 
real interest in the property | was offering 

About six months ago I met a friend at the Club 
He owned a building in which there was a large 
space for rent. Half of it was vacant. He had two 
prospects. one the present tenant who wanted to take 
the balance of the building and the other a very re 
sponsible corporation. He was inclined to allow the 
tenant to expand into the other half of the building 
From the nature of his business I believed he could 
not be in the best financial condition and not in a 
position to take the additional space. I asked him to 
hold up on the matter a day or two, with the result 
that I was able to give him information indicating very 
definitely that his present tenant was only taking a 
final gambling chance on the additional space of be 
ing able to keep in business, with the result that he 
leased the vacant space to the corporation, since which 
time his first tenant has closed up and the corporation 
has taken over all of the building. He was so impress 
ed with the advice I gave him that I have opened up a 
very good business relationship. He feels definitely 
obligated to me 

+. Reach the prospect through friends or through 
his organization. Very often when you are unable to 
contact the real prospect you can discover some key 
man in his organization and find a way to meet him 
Get acquainted and he will find a way to have you 
meet the prospect 

There are very few cases where you cannot dis 
cover in some way who the prospect's friends are and 
that you probably have a mutual friend who can 
help you obtain the appointment 

I will not dwell on this method of getting attention 
because you all thoroughly understand it. Only use 
it. The trouble with all of us salesmen is that we do 
not use the methods that we know all about. We for 
get. We try to take a short cut. We are not willing to 
spend the time and consequently when we do not do 
so. we fail 
the unusual. By this I do not mean to 
be eccentric. I mean that you should do something 
that the other salesman is too dumb or lazy to do 
Make a plat. a sketch, or get up a set of figures, or 1 
you have not already obtained the prospect’s atten 
tion, have photos, and if you cannot get in to see him, 
send them in. I do not believe in using photographs 
whenever it is possible to show the real property 
Either the photograph is likely not to do the property 
justice or it may be altogether too flattering. in which 
case the prospect will be disappointed when he actu 
ally sees the property and your sale is lost 


5. Do or say 


I have used this method on many occasions with 


Please turn page 44 
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THEY COMBINED RURAL SPLENDOR, CITY CONVENIENCES FOR... 


Luxurious Country Living 


Despite the crippling effects of Regulation X on new home construc- 


tion, Realtor-Builders Keyes and Treuhaft plan on continued devel- 


opment of prize-winning Landerwood Estates, 420-acre subdivision 


in suburban Cleveland. Combining a hard-hitting promotion cam- 


paign with country living appeal, they opened their proposed 350- 


home project with a $41,500 display home that drew 20,000 visitors 


MONTH-LONG model home 
showing, with the opening 
timed to coincide with last year’s 
National Home Week. brought lo 
cal, state. and national attention 
to Keyes-Treuhaft’s Landerwood 
Estates development in suburban 
Cleveland. Extensive publicity ef 
forts drew an estimated 20.000 vis 
itors to the project during its 
“house-warming.” 

Located in a 420-acre tract in 
Pepper Pike Village, this complete 
community subdivision has recent 
ly been awarded first prize in the 
large home division of the Nation 
al Association of Home Builders’ 
home planning contest 

The one and one-half story 
three-bedroom display home sold 
several weeks before completion 
for $41.500. Constructed with nat 
ural stone and special wood siding, 
the home has complete fiber-glass 
insulation and a hand-split cedar 
shake roof. It has 1005 square feet 
of floor area in the basement, 1180 


26 


feet the first floor, ex 
clusive of porches and garage, and 
1005 square feet on the 
floor 

\ traverse bamboo screen sep 
arates the combination living-din 
ing room area. The Customized 
Tracy kitchen is electrically equip 
ped with General Electric a 
ances and bathrooms have Ameri 
can Standard fixtures. Rusco com 
bination storm sash and _ screen 
casement windows were installed 
and the home is heated by a Super 
flex ‘“Homogen-Air” oil furnace 

The two-car. attached garage is 
made of concrete block faced with 
sandstone 

The lot of the model home cov 
ers more than an acre of wooded. 
rolling terrain and has a 125-foot 
width on the building line. The 
model home is the first in this area 
to be entirely supplied in fabrics. 
finishes. and colors by the Grand 
Rapids Furniture Makers Guild. 

As people entered the display 


square on 


sec ond 
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Constructed with natural stone and = spe 
cial wood siding, this one and one-half 
story, three-bedroom model home sold for 
$41,500 before completion 


A curvilinear type street layout, above left, 
preserves natural beauty of area, provides 
comparative safety for children, keeps traf 
fic problem down to a minimum 


home, a hostess distributed a ques 
tionaire designed to determine 
prospects’ desires as to type of site, 
home plan. architecture. construc 
tion and exterior finishes. 
range. and “extras” 
homes 

In connection 
tionaire, visitors were invited to 
submit choices for the unnamed 
streets in the development. Keyes 
Treuhaft awarded prizes for any 
names eventually used 

Representatives of the builders 
were on hand at all times to an 
swer questions and a tape recorder 
alternated music and_ spot 
nouncements about the furnish 


price 
wanted in 


with this que 


an 
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ings and about Landerwood Es 
tates 

The promotion for the develop 
ment. directed by Jacob Watten 
maker and Son, Cleveland public 
relation counsel, was based on the 
idea of making everyone in the 
Cleveland area the 
complete country living facilities 
with city conveniences available 
there. It was a concentrated pro 
motion that will provide a back 
ground for any future advertising 
or selling that is done as more 
Landerwood homes become avail 
able. 

At the start of the home show 
ing. Keyes-Treuhaft ran a 6x9 
inch display ad in the National 
Home Section of three Cleveland 
newspapers On opening day, a 12 
page feature section was published 
in the Cleveland Plain Dealer. Sev 
eral thousand brochures describing 
Landerwood Estates were mailed 
to a select mailing list. All this was 
followed by weekly classified ads 
as long as the home remained 
open. 


conscious ol 


Let's (al EVO 
i 


YOUR LANDERWOOD ESTATE 


Individually designing each home, 
Keyes-Treuhaft assumes “undivided 
responsibility” when building 
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Most Landerwood Homes are in 
dividually designed and built for 
the market. The builders do, how 
ever, build on contract to plans 
that meet strict Landerwood re 
strictions. The price of a Keyes 
Treuhaft home includes architects’ 
fees, landscape studies, lawn and 
basic planting, city water, paved 
roads, sidewalks, and driveways 

The builders expect to construct 
approximately 350 homes, in the 
$25.000 to $50,000 price range, in 
this development during the next 
few vears. More than 25 homes 
are already completed and occu 
pied. 

A cul-de-sac type of street lay 
out is used exclusively to eliminate 
through traffic and help provide 
for a more intimate community 
None of the sites will be left va 
cant to grow wild or change hands 
and thus possibly house a structure 
that doesn’t conform to the com 
munity, and no sites will be sold 
separately. 

Despite restrictions of Regula 
tion X, Keyes-Treuhaft do not feel 


Distribution of the questionnaire at right 
helps the builders determine home buyers’ 


wants, provides source for mailing lists 


Colorful, detailed brochures, left, are of 
immense value in acquainting visitors to 
a model home with details of home, con 
struction features, neighborhood, recrea 
tional and commercial facilities 


“<p 


A kitchen completely equipped with appliances, sepa 
rate dining alcove with ample china storage, abundant 
counter and cupboard space add to homemaker’s delight 
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that the major part of their build 
ing program will be greatly affect 
ed. Three-quarters of their sales 
last year would not have been af 
fected by the new regulation. The 
firm also owns and operates ap 
proximately $5 million worth « 
apartment buildings 

A low-cost, lake front develop 
ment, Mentor Headlands, 27 mil 
east of Cleveland on Lake Erie, is 
being constructed by Keyes-Treu 
haft. The one and one-half story 
homes, being built at the rate of 
one a day less than $10 
O00. 


sell for 


A feeling of gracious living is con 
veved by interiors of Landerwood 


homes with ideas like those above 
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THAT HELP SELL 








Telephone in Car 


A telephone installed in his automobile enables 
Arthur R. Storm, New Jersev realtor. to keep con 
stantly in touch with all his business operations. To 
insure receiving calls while visiting a project, Storm 
can set a switch so the car horn will blow when a call 
comes through 

The device makes it possible for builders to reach 
him should prospects arrive ahead of appointments 
and it enables Storm to call his office or other inter 
ested parties for last-minute information 


Trailer Office 


\ completely furnished trailer with specially de 
signed desks, chairs, and equipment for display of 
floor plans. is being used by Herbert Charles & Com 
pany, New York realtors. for use as a mobile renting 
office. 

This type renting office is considered a definite 
advantage over the practice of building an expensive 
on-site office that has to be dismantled as soon as a 
project is completely rented 
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Tomorrow's Home Owners 


One realtor with an eye to future business spon 
sors an essay contest in his city’s high school or the 
advantages of home ownership. 

The top three essay winners are awarded govern 
ment bonds and eight consolation prizes are given. 
Parents as well as students have shown interest in 
the contest and the plan has brought the realtor 
much good publicity 


Promotions That Sold Homes 


Joseph Vialonga, New Jersey builder, recently 
built. decorated. and furnished a model brick home 
in seven working days (foundation and floor slab 
were already in place). As a result of the publicity 
received about this construction feat. the whole first 
section of a building project was sold before other 
construction was started 

On another occasion, Vialonga made 10.75% pro 
fit on a 144-home development and he kicked back 
75% of the profit to the home buyers, giving out 
their checks at a special luncheon for them and the 
press. 

A third promotion was donating $5500, or approxi 
mately one-half the price of a home. to the Damon 
Runyon Cancer Fund. Walter Winchell, the ener 
getic promoter of that fund, introduced Vialonga on 
the radio as a result of such a sizable donation 


Humor and Selling Homes 


A change in pace in advertising is often the an 
swer to selling more homes. Paul F. Porter and Peggy 
Porter Marquard, realtors in Carmel Valley, Cali 
fornia, send out a brochure with some humorous 
listings that are almost guaranteed to be read 


Here are two samples 

COUNTRY CLUB STUFF 
The lots around the Rancho Del Monte Country 
Club have sold faster than the Kinsey report, 
but we've saved a couple of nice ones for you 
Live near the Country club. Swim out. eat out. 
and wear out (having fun. that is). All this for 
$2250 

CARTOONIST’S HOME 


This place isn’t half as funny as the cartoons 
the owner draws, but you'll laugh yourself silly 
over the price, on account of this big. spacious. 
English-type home has four bedrooms, two baths, 
a swell garden, and is only $14.000 on easy 
terms. Ha, ha. isn’t that good? , 


Slogans and Sales 


The automatic association in prospects’ minds of 
certain slogans and trademarks with a_ particular 
firm, has prompted one realtor to use replicas of his 
“For Sale” sign on his calling card, blotters, memo 
pads, advertising. and sales literature 
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“Talking House” 


A house that “speaks for itself.” attracted over 
20,000 people to a model home showing in Atlanta, 
Georgia. for Realtors Hass and Dodd. The home was 
built by Robert S. Calhoun of Atlanta, and was sold 
on opening day. 

The idea behind this promotional idea is to install 
special wiring equipment in a model home that en 
ables prospects to ask questions about any feature of 
the home and “mystery voices” provide the answers 
Actual people and not voice recordings are used to 
create the illusion of a talking house 

Walter Rose of Camden, Arkansas. has a copy 
right on the title “A House That Speaks For Itself 


The “Balk” Technique 


When this familiar baseball term is transferred to 
real estate selling. you'll find the “balk” is a legiti 
mate move on the part of the salesman. It merely 
means starting to do one thing and then doing some 
thing entirely different in trying to overcome sale 
resistance 

For instance, a buyer may indicate with an air of 
finality that he doesn’t want to buy and that’s that 
An inexperienced salesman may be too persistent at 
this point by wanting to argue 

The alert salesman gets to his feet and says some 
thing like this. “Well. you're the doctor.” and then 
starts putting his papers in his briefcase acts like 
he’s getting ready to leave 

When just about to leave, he stops and in an off 
hand manner, starts talking about something far re 
moved from the business at hand a topic, how 
ever. that he knows is of interest to the buyer. 

Later, he deftly switches back to the subject of real 
estate and often finds that he has done away with all 
the objections that the buyer may have originally 


had 


Builders Aid Sales with Paintings 


Painting pictures of new construction for adver 
tising publicity and sales tools is the business of a 
group of artists in Los Angeles 

Full color pictures are made from blueprints so 
prospects can see how homes will look when com 
pleted and landscaped. The paintings can then be 
photographed in full-color. or in black and white, 
and sent to builders anywhere in the country 

The organization, R. C. Qvale & Associates, also 
make preliminary visual design for builders and 
architects interior as well as exterior views 

In a 249-h®me building project, pictures were dis 
played in the tract office. All the homes were sold in 
a week before the tract was completed 
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The Hard Way 


To break in a new man for a farm management 
and brokerage business, one broker started his em 
ployee out by having him map out every farm in the 
township, get the owner’s name. and then visit each 
farm and obtain the number and names of the child 
ren. 

On the third day of the job. one visit paid off for 
the salesman with a management lead that was worth 
$900 a year. By the end of the second week, the sales 
man’s contract file was full of valuable leads 

By the time he got to the third township, he was 
the best informed salesman in the county. He knew 
more kids than the school teacher and he was selling 
farms. Today the salesman owns the company 


Dramatic Window Display 


Evidence that a dramatic window display can be 
used to help rent space. is provided by Cushman & 
Wakefield, Inc.. realty firm in New York 

An effective attention-getter in many fields 
but rarely used with any elaborateness in real estate, 
this merchandising technique highlights the main 
features of structures, by spotlighting a large blow-up 
of the building, samples of the materials used, adver 
tisements from magazines and newspapers. typical 
floor plans and photographs showing the building 
in various stages of completion 


Television Listings 


Illinois realtors of the Du Page County Board and 
the Evanston North Shore Board are co-sponsoring a 
30-minute television homes-for-sale program. Ap 
proximately 60 homes can be shown in this period, 
with a 50-word description of each home The cost 
per broker is $37.50 for three pictures and a name 
plate 

Included on the program, is a feature film show 
ing schools. churches, business districts, and clubs of 
a particular suburb. A prominent person from the 
suburb narrates the film 

The Du Page Board reports that this medium has 
sold some homes and has brought hundreds of pro 
pects to the advertising realtors 
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e IN ILLINOIS One of the largest privately-owned rental housing projects in the 
country is being completed in Chicago by the Sherry-Richards Com 
pany. Sponsored by John J. Mack, the total cost of the five-building 
development will be more than $111 million and provides housing 
for 1118 families. The pictured 15-story structure, built in two sections 
with a party wall, contains 294 one-and two-bedroom apartments. The 
exterior is coral brick with horizontal bands of windows. The archi 
tectural treatment for the lower stories gives the appearance of Chinese 
fret patterns. A stainless steel canopy covers the entrance to the build 
ing. The first floor contains the lobby, offices, and storerooms and, 
with the exception of a small receiving room on the second floor, the 
balance of the building is occupied by apartments. All apartments 
have three plastered walls and one complete glass wall. Rentals vary 
from $65 to $90 per month for the two-room efficiency units, $100 to 
$135 for three-room apartments, and the four and one-half apartments 
rent for $170. The balance of the buildings consists of one structure 

with 148 units, another with “86 units, and a third with 390 units 


e@ IN NEW YORK 


st cooperative apartment development to be erected in the Metropolitan New York area, under Section 21 
f the National Housing Act of 1950, will be Vernon Manor in Mount Vernon. The 
mately $7 million and consists of six six-story elevator buildings containing 720 

will be constructed 


project will cost approxi 
apartments. The buildings 
with red brick and steel in colonial design. have field-stone entrances, limestone and cast stone 
im. They will cover about 30 per cent of an eight and one-half acre tract with playgrounds and landscaped 
lawns planned for the balance of the area. All suites will feature off-the-foyer layouts 
baths, hampers, driers 


and have colored tile 
concealed radiation, television outlets, Hotpoint refrigerators, and gas ranges. Only 
dents of New York state may purchase stock in the Vernon Manor Cooperative Housing Corporation 
cash down payments for stock are $550 for three-room units, $600 for three and one-half room units. and $650 for 
four and one-half room units. Monthly payments for these units will be approximately $64.80, $71.40, and $87.25 
respectively. Payments include operation and maintenance costs, which include heat, hot water, insurance. interest 
amortization of mortgage, taxes, and ground rent. Initial occupancy is planned for early 1951. Fisher Brothers of 
Kew Gardens, New York, is the builder and Lawrence M. Rothman, New York, is the architect 


resi 


Required 
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e@ IN FLORIDA 


The largest apartment building constructed in Jacksonville in the 
past 25 years is the 16-story, 210-unit St. Johns Apartments. Built 
of reinforced concrete at a cost of approximately $2 million, the 
building contains 90 efficiency units and 120 four-room apartments 
Monthly rentals range from $67.50 to $150 and each apartment is 
furnished with a General Electric range, hot water heater, and 
refrigerator. A Worthington air conditioning system has been installed 
on the third to eleventh floor inclusive and is thermostatically-con 
trolled from each apartment. A restaurant. drug store, and beauty 
parlor are on the ground floor and are operated on a percentage lease 
basis. On the roof are recreation’ facilities and gardens. A large 
adjoining lot is being used for parking spac A basement is provided 
with laundry equipment for the use of tenants. Approximately 35° 
of the apartments were leased from plans and occupancy is scheduled 
for early this year. The owner-manager is the St. Johns Apartment 
Inc. The builder is the Paul Smith Construction Company, Jack 
sonville, and the architects are Marsh and Saxelbye, Jacksonville 





IN NEW YORK Providing a maximum of recreational facilities, free utili 
ties, and individual television antennae, 900 garden apart 
ments are being constructed by the Gross-Morton building 
company in Queens, New York. Two types of four-room 
apartments are being offered at uniform rentals of $95 and 
$100 per month. The two-story buildings will be constructed 
with red brick and have white trim. Of the 46 acres in the 
development, apartments will cover only eight acres, the 
balance being reserved for 19 playgrounds, landscaped areas 
streets, and garages. Garage space for 423 cars will be pro 
vided at a monthly rental of $10 and ample space has been 
set aside for off-street parking. Each apartment will have 
its own private entrance, concealed radiators, and cross 
ventilation. Kitchens will be completely equipped with 6 
cubic foot refrigerators, sinks,»gas ranges, and Formica 
topped counters. The colored tile bathrooms will have full 
windows. Bedroom closets will be six feet in length and 
have floor-to-ceiling type sliding doors. Laundry rooms with 
free automatic washing and drying machines and large 
storage rooms will be conveniently located throughout the 
Windsor Oaks project. Initial occupancy is scheduled for 
early 1951 and the entire project is to be completed by the 
end of 1951. The architect is A. H. Salkowitz. New York 
and the Gross-Morton firm will handle the rental of the 
apartments 


e IN KANSAS 


Following land planning recommendations of the FHA, 
the Ridgewood Development Company of Wichita, Kansas, 
is constructing 142 two- and four-family garden apartments 
in Wichita, to be known as Eastridge. Rentals for the one 
and two-bedroom apartments vary from $65 to $75 per 
month. The layout of the semi-detached buildings consists 
basically of a series of courts winding in and out around 
the periphery of each block. Some of the buildings are con 
nected with a low masonry wall to help minimize complaints 
of some apartment tenants about being able to see from one 
apartment directly into that of a neighboring apartment 
Plans for the project provide for not more than nine and 
one-half apartment units to one acre of ground. Three basic 
floor plans are used and each building has a different face 
brick exterior. Fully equipped playgrounds and parking 
compounds are included in the development. Each apart 
ment will have a Lennox Company “Tall Boy” heater, 
Youngstown kitchen, General Electric or Servel refrigera 
tor, Hardwick gas range, and Kohler plumbing fixtures 
The architect is Frank L. McAleavey, Wichita, and the 
rental management will be retained by the builders 
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PROMINENT REALTORS TELL... . 


How To Put Punch in Sales Meetings 


Do you have varied, well-planned sales meetings? Do you con- 


stantly keep your salesmen informed on current business trends? 


Do you use sales meetings to ‘buoy up” salesmen who are “in the 


By J. E. HOLLENBECK 
West Palm Beach, Florida 


UST AS THE typical American starts his day with 
WJ toast and coffee. the real estate salesman should 
start his day with a sales meeting. The real estate 
market in its purest and most accurate form is found 
at such a gathering 

Each salesman brings with him his own storehouse 
of knowledge and experience pertaining to such prob 
lems as the present values of various types of real 
construction. location. Also. when a certain 
piece of property is brought up for an appraisal opin 
ion, you have a number of specialized, experienced 
minds contributing to the pool of thought which finds 
its climax in an accurate answer to the problem 

We operate three offices with a sales personnel of 
14 in our main office, four in one branch office. 
and three in the other. We hold two kinds of 
meetings ... one each morning promptly at 9 in our 
main office and the other on the first Tuesday of each 
month at 8 p.m 

The daily meetings are conducted for the most part 
by our sales director who is in charge of listings, 
classified and radio advertising, and window display 

At the morning meeting all new listings from the 
previous day are discussed and given out to the sales 
men for entry in their listing books, and any proper 
ties sold, withdrawn from the market. or changed in 
price are recorded. The number of calls from ads for 
the previous day is also tabulated 


estate, 


sales 


Our general sales manager allots to the various 
salesmen Chamber of Commerce inquiries, prospects 
obtained by mail, and any prospects gleaned from 
newspaper items, other 
for discussion any 


sources. He also brings up 
matters of interest. Our 
receptionist records the attendance at each morning 
meeting, any tardiness, and submits a monthly at 
tendance report 

At our monthly meetings, the office managers and 
salesmen from our two branch offices are present 

These meetings are conducted by our general sales 
manager according to a program prepared and an 
nounced well in advance. Each month the general 
sales manager appoints a committee of three sales 
men (who are rotated from month to month 
pare a program for the following month 

One of the features of our monthly meetings is the 
announcement of winners of our various sales con 
We constantly run usually on a 
monthly basis and covering a calendar month and 
most of our prizes are cash prizes. Although we have 
tried other kinds of prizes. cash awards seem most 
popular 


current 


to pre 


tests contests, 
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dumps?” Here’s how three leading realtors plan and conduct meet- 
ings in their offices. Their ideas may suggest methods you can use 


These contests are based on the volume of total 
commissions and first. second, and third prizes, are 
awarded. We also conduct contests on the basis of the 
greatest number of sales. rentals, exclusive listings 
sold, signs erected, and other efforts 

Rules and routine for cooperation between ou 
offices and outside offices are often discussed at these 
meetings, and sometimes a post-mortem is held on a 
well intended “gripe.” 

We often invite guest speakers such as our CPA, 
city and county tax assessors, a local attorney or city 
building inspector, or anyone else who might have 
an interesting message for us. 

The heads of the organization as well as our branch 
managers often talk on some given subject. The indi 
vidual salesmen are asked to talk on some other sub 
ject of interest. 

A sales meeting Is In some respects similar to a 
local board meeting in that it should, by all means, 
have a definite and varied program in order to main 
tain the greatest interest and produce the best possible 
results 


By DANIEL F. SHEEHAN 


St. Louis, Missouri 


pe ONDUCT successful sales meetings in a large 
real estate organization, it is necessary: 1) that 
the meetings be planned in advance and with a def 
inite purpose; 2) that the day and time be definitely 
set and at a time most convenient for all to attend 
without conflicting with other appointments; 3) that 
the meetings be regulated so as not to extend over one 
hour and preferably be held to 45 minutes 

With this in mind, the Dolan organization has held 
a sales meeting each morning at 8:30, since 1937. 
These meetings follow a definite pattern. Each sales 
man is given an opportunity to bring the rest of the 
organization up to date on his activities . . . what list 
ings he has obtained since the previous meeting, call 
ing attention to any property in which the firm might 
be interested, and any changes in his own listings as 
to pric e, terms. or otherwise 

The sales manager reports daily the standings in 
sales contests. At least twice a week, the sales man 
ager reports the number of sales and dollar volume 
to date for the month as well as for the year. 

In addition, at the Monday meeting the salesmen 
holding property open on Sunday report the activity 
generally. They discuss the type of prospects inspect 
ing the property, property sold, as well as require 
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ments of rg tive purchasers contacted during the 
previous day. 

Tuesday, the meeting is devoted to the usual sub 
mission of listings by each salesman. The sales man 
ager tries to bring the organization up to date on 
any changes recently made affecting the business o1 
ties in an inspirational note. 

Wednesday morning is devoted to a “bus trip.” 
The bus leaves promptly at 8:30 a.m. New listings 
are inspected and each salesman notes his appraised 
sales value on his appraisal sheet 

Thursday, the secretary of the sales department 
reports the averages of the appraisals made the pre 
vious day on the inspection trip. The salesmen check 
this against their own appraisal. The average apprais 
al is also noted on the reverse side of the listing card 
In addition, new listings and wants obtained the pre 
vious day are submitted by the salesmen 

Friday is usually devoted to an outside speaker. It 
may be an inspirational speaker, a representative of 
the FHA or VA, sales manager, a member of another 
merchandising organization, or a member of our ow 
firm outside of the sales force, such as an executive 
or manager of another department. All talks center 
around new methods of getting business. 

At our Saturday meeting, salesmen holding prop 
erties open for inspection are listed by the secretary 
of the sales department. The men taking the tele 
phone calls in the office both in the morning and the 
afternoon of the following day are also listed so that 
anyone in the firm is able to locate property open for 
inspection, who is on the property, and what men are 
in the office serving prospects who come in to inspect 
our “photo listing board.” 

At all meetings the sales manager discusses the 
market and changes that are occurring that effect the 
real estate business. This extra effort will produce a 
better and more informed sales organization which 
will in turn produce better service for your clients 
and larger earnings for you and your sales organiza. 
tion. 


By JOSEPH A. THORSEN 


La Grange, Illinois 


EEKLY SALES meetings have been conducted 

in our organization for the past 10 years. We be 
lieve it necessary to collectively study and analyze 
how we can best serve our customers and sell the 
largest number of properties. 

Our meetings start at 8:30 a.m. on Thursday of 
each week. We spend about an hour with our discus 
sions. I usually select the subject matter and then ask 
the salesmen for their viewpoints. Each topic is dis 
cussed freely and then disposed of. If it is worthy of 
review or further analysis, it is brought up at the 
next meeting. 

A few years ago I adopted a slogan which has been 
prominently posted in my office: “Selling is simply 
telling the truth attractively.” 

That basic principle plus a thorough knowledge of 
the real estate business is the foundation for our 
weekly sales meetings. First, we analyze ourselves, 
then our prospects, then our sellers, then the proper 
ties we have for sale. 

Only through these collective discussions and frank 
analysis and the presentation of all of our ideas and 
methods can each salesman do his best work. In other 
words, our sales meeting is a “melting pot” of ideas 

The constantly changing conditions of the real 
estate and mortgage market from day to day make 
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the weekly sales meeting an essential part of our 
business. Each salesman is encouraged to give free 
expression to his opinions 

We believe it is absolutely essential that our firm 
have a proved pattern of doing business founded upon 
an established reputation for honesty and fair deal 
ings plus a result-producing sales service. Eech week 
we discuss new angles and viewpoints toward im 
proving that pattern 

Our sales meetings enable us to analyze the chang 
ing conditions and the trend of sales prices from week 
to week and what decisions buyers and sellers are 
making. Our meetings are a clarifying process to 
bring personal problems out into the open for more 
complete and searching discussion and to prevent 
any one salesman from getting away from our estab 
lished principles of doing business. That in itself is 
worth the time invested 

Every salesman has his ups and When 
sales are breaking for him, his attitude is bright 
When his sales are few and his spirits low, the sales 
meetings will usually revive him. We have proved 
this point time and time again 

Another important part of our meetings is discus 
sion of articles appearing in National Real Estate and 
Building Journal and trade bulletins. In these es 
cations, we find sound, logical, and helpful artic 


downs 


es by 
dependable and successful realtors from all over the 
country 

Properties listed during the week are examined by 
the group, at which time each salesman is introduced 
to the owner by the procuring salesman. Im 
mediately following inspection of the properties we 
discuss the best approach to their salability 

We endeavor to make constructive suggestions to 
the seller as to the best plan of selling and whether 
an exclusive listing should be made, and most im 
portant whether or not the price is im line with the 
market. We also make recommendations as to what 
decorating and repairs should be made in order to 
make the property more salable 

With these facts brought out in our sales meetings, 
we are in a position to pass them along to both our 
buvers and sellers. to assure them that we are con 
stantly analyzing and studying their problems, to 
give them up-to-the-minute counsel, and to assist 
them in making that important decision to buy or 
sell 


Occasionally we invite officials of mortgage com 


panies to attend our meetings and outline their om 


ticular mortgage policy. We learn the type of loan 
most preferable and the advantages of doing business 
with each of them 

Each salesman tells of his current deals with mort 
gage companies and banks. This is valuable informa 
tion for all of us to know regarding the attitudes of 
the loaning agencies 

Sales meetings must be friendly, informal, and on 
a down-to-earth basis. I plan our Thursday meetings 
the day before, always bearing in mind what is in 
teresting and beneficial to meet our immediate prob 
lems 

Our salesmen agree that the meetings are most 
profitable and more and more they realize that a 
single idea or suggestion by a fellow salesman may 
mean a sale that might otherwise never 
made 


have been 


The authors presented these ideas in one of the Brokers’ Insti 
tute panel discussions at the annual convention of the National 


Association of Real Estate Boards 
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Homes Our Readers 
Are Building 


Builders survey home buyers’ wants to hit market with 72-home Westchester project 


e IN ILLINOIS \ SURVEY of home buyers’ wants revealed to the Clark Construction Com 

“X pany, Chicago, that the most desired home has six rooms including util 

ity room, no basement, floor-to-ceiling tile walls in kitchen, bath and utility 
room, and radiant heating 

A home with such features is the pictured $21,000 three-bedroom home, 

one of 72 homes in the builder’s Westchester project. It is located on a 

50x125-foot lot, has 1370 square feet of floor area, a detached garage, and 


Nash-Kelvinator kitchen cabinets. 
To help reduce construction costs, structural glazed tile blocks with colored 


finishes on one side were used in the kitchen, bath and utility room. The re 
verse side of the structural block walls is covered with conventional plaster 
without the necessity of using furring or lath 
For the radiant heating system, Fenestra structural steel panels were laid 
}-—H over a four-inch slab of remforced Zonolite insulated concrete, made with 
a vermiculite. Because of the low heat capacity of vermiculite, downward heat 
transmission from the heating system is minimized. 
The steel panels provide a raceway from wall to wall through which hot 
air is forced by a blower. The entire sub floor is welded together to form one 
Hl solid sheet of radiant steel surface over which is poured two inches of con 
crete topped by a Bruce Company oak parquet floor. 
le _ail The house is divided into four zones, each of which can be controlled to the 
desired temperature independently of the others. All roof weight is carried 
on the masonry side walls leaving the interior partitions free of weight 
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Priced at $7950, homes with full basements, complete insulation, keynote Beech Grove project 


YEVENTY-FIVE two-bedroom homes with full con 
J) crete block basements selling for $7950 are sched 
uled for completion early this year in Beech Grove 
by Underwood-Simpson, Inc 

The homes are being built on lots ranging in size 
from 50x120 feet to 110x120 feet. The builders are 
providing sidewalks, concrete curbs, gutters, and 
bituminous or black top streets 

The pictured frame-constructed home has. steel 
girders across the basement. horizontal beveled fir 
siding. and is insulated with Vaporseal Celotex under 
the siding and two inches of Chamberlain rockwool 
overhead 

It has a Firewel oil furnace. a fireplace with a face 
brick concrete chimney. and custom-built kitchen 
cabinets. The floors are double braced edged hard 
wood. covered in the kitchen and bathroom with 
Armstrong linoleum. The bathroom is equipped with 
Eljer fixtures and Crane medicine cabinets 

The entire development covers 34 acres and has 


164 lots 
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e IN KANSAS 





A $10,000 frame-constructed, brick veneer home is typical engineered model of Texas Housing Co. 


| OMES ENGINEERED and built to a buyer’s plans and specifications or from a 
standard model. and in a price bracket of his own choosing. are the aims of the Texas 
Housing Company, Dallas, Texas. 

One of the company’s models is the pictured center hall layout, three-bedroom home 
in Salina, Kansas, selling for $10.000 including lot. The home is frame-constructed and 
finished in brick veneer and vertical, scalloped wood siding. An asphalt-shingled roof 
overhang extends over a 6x24-foot concrete front porch 

Large storage space is provided at one end of the 24-foot long double garage. The | 
shaped living room of the basementless home has a large picture window flanked by two 
casement windows. Exclusive of garage, there is 1056 square feet of floor area 

All building materials needed to complete a home are delivered direct to a building site 
as a package. Lumber is precut to specifications and certain component parts of the house 
are panelized and prefabricated to facilitate erection 

Accessories in the tiled bathrooms are furnished by the Philip Carey Manufacturing 
Company and all finished floors are red oak 





Carson Construction Company handles all phases of developing 180-lot Helena subdivision 
e IN MONTANA 


A | 1 N A 180-LOT subdivision in Helena, the Carson Con 

t v iG TITY . 

en ace eget struction Company is handling all phases of developing 
ofl and merchandising a residential addition. The company 


planned the tract layout, engineered and designed six dif 


GARAGE ff ferent home plans. constructed an initial 54 homes, and 
are handling the sales of the homes 
The a home, on a 90x100-foot lot. is one of their 


LIVING ROOM 


two-bedroom models selling for $11,000 to $11,500 includ 
ing curbs, sidewalks, 60-foot-wide paved streets, and all 
utilities. 

It has 1194 square feet of floor area and an attached 
garage. Of frame construction, the exterior finish is asbes 
tos shakes. A Thermopane picture window in the living 
room is framed in a section of knotty pine and the roof 
overhang at the front entrance is also finished in knotty 
pine. 

Closets and bedrooms are equipped with Modernfold 
“accordion-type” doors to provide more usable floor space 
The kitchen is equipped with Nash-Kelvinator cabinets 

The home has radiant heat in concrete floors, double in 
sulation, and is plastered throughout, with the garage fin 
ished in Sheetrock. The roof is made with interlocking as 
phalt shingles. 

Future plans for this development call for a public park 
and a monlels shopping center 
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Business Leaders Discuss .. . 


@ 
Kcr 
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Parking: A City’s Dilemma 


PANEL of some of the na- Methods of financing off-street parking programs, how to get the 


\ 


tion’s top business leaders met 
at a recent conference on urban 
problems sponsored by the Cham 
ver of Commerce of the U. S. in 
Washington, D. C., to discuss ways 
of solving the off-street parking 
problem that faces many cities to 
day. 

How to finance the various types 
of programs, the question of private 
versus public ownership —or a 
combination of both, and systems 
already in operation im various 
ities were subjects discussed 

Theodore M. Matson, director of 
Yale University’s Bureau of High 
way Traffic. told the conference 
delegates that any consideration of 
off-street parking must recognize 
that vehicle users, land and busi 
owners, the general street 
and the city as a whole are 
beneficiaries of off-street parking. 
In each community struggling 
with its parking problem, the pro 
portionate interest of these groups 
must be evaluated 

Fred W. Moe, president of 
Ramp Buildings Corporation, New 
York, outlined several ways of 
financing off-street parking facili 
ties. 

1) Benefit. Here. use of district 
and special tax assessment is made. 
This follows the well-established 
procedure developed in connection 
with the financing of other types 
of municipal improvements. He 
cited Kalamazoo, Michigan, as an 
example of this type. 

2) General obligation bonds. 
This method of financing offers 


ness 
user, 
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best possible locations for lots, the questions of ultimate owner- 


ship, are aspects of the parking riddle plaguing cities today. Al- 


though there seems to be no universal solution to this commercial 


sorespot, the systems here may provide the answer to your city 


the advantage of low interest rates 
since the credit of the city is be 
hind the bonds. The disadvantage 
is that most of our cities have al 
ready borrowed up to their debt 
limit. 

3) Revenue bonds. This method 
of financing permits the city to 
assume no obligation. Interest and 
amortization of the bonds must be 
realized out of net revenue of the 
business. Quite often the city 
aside a certain predetermined rev 
enue from parking meters to sub 
sidize a deficiency in bond service 
payments. The Grand Rapids, 
Michigan, plan, discussed below, 
illustrates this plan. 

4) Combination of private in- 
terests and the municipality. Here, 
the city may use its power of con- 
demnation to assemble and ac- 
quire suitable land area. The city 
then resells the acquired land at 
cost to private interests for private 
development, financing, and opera- 
tion. 

Reasonable abatement of tax- 
es during a pre-arranged number 
of years is usually arranged, on 
the theory that the facility pro- 


sets 


January, 


vided Is a 
service 


much-needed public 

3) Pay-as-you-go plan. In this 
procedure, funds are used which 
have previously been earned from 
parking lots and/or parking me 
ters 

The possibilities inherent in the 
use of parking meter funds to 
finance off-street parking was out 
lined by David R. Levin of the U 
S. Bureau of Public Roads. 

He said that as of January 1. 
1950, there were an estimated 
818,300 parking meters operating 
in at least 2240 municipalities 
throughout the ‘country. Motorist 
curb-parkers paid more than an 
estimated $46,375,000 in parking 
meter fees during 1949. 

Yet despite the widespread us 
age and revenue-producing ca- 
pacity of the parking meter, in- 

vestigations in a large number of 

cities reveal that less than 5% of 
such cities use parking meter re- 
ceipts for provision of off-street 
parking. 

The laws of only one state re- 
quire that net parking meter rev 
enues be used for off-street park- 
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ing. while the statutes of 14 other 
jurisdictions authorize such use. 

Mr. Levin said that legislation 
might well be drawn to require 
rather than just authorize the ap- 
plication of net parking meter rev 
enues to the sondiiliiatans of park- 
ing facilities. If such legislation 
was now actually on the books, 
Boston, for example, would have 
had over $400,000, in 1949, from its 
parking meter revenues to spend 
for an off-street parking program. 
Oakland, San Diego, Denver, Min 
neapolis, and Portland would have 
had between $300,000 and 
$350.000. 

He said that well-integrated 
system of both curb and off-street 
parking facilities is the most effec- 
tive way of handling the parking 
problem. In such a system, park- 
ing meter fees can become to park 
ing finance what the gasoline tax 
and the registration fee 
highway finance. 

Donald P. Miller, secretary of 
Park and Shop, Inc., Allentown, 
Pennsylvania, told the procedure 
this firm followed in setting up a 
parking program in Allentown. 

Prior to forming the company, 
several business men banded to 
gether and bought various tracts 
of land. Then, they began selling 
shares of stock to merchants who 
would benefit by increased park 
ing facilities. 

No fancy promises were made 
during the stock distribution. The 
founders said they hoped to earn 
four percent on the money but that 
all earnings during the first five 
years of business would be plowed 
back into promotion and develop- 
ment. 

Merchants on the main street 
were assigned quotas on a basis of 
one dollar a square foot of first 
floor areas. Thus, a 30x100-foot 
store in a 100% location had to 
buy $3000 in common stock in 
order to be eligible for validation 
of customer’s tickets. 

Operation of this firm during 
the first three years and three 
months period showed earnings of 
better than $1000 a month. before 
depreciation and interest. The total 
cost of bringing the corporation 
into the black was $8178 or about 
two percent of the subscribed cap 
italization. The normal figure for 
this type of promotion is closer to 
15% 
Park and Shop, Inc., started in 
1947, with 30 stockholders and to 
day has 101. It owns $680,000 in 
assets, controls almost a thousand 
car spaces in 12 lots less than 300 


are to 


steps from car to store, and parks 
a third of a million cars a year .. . 
15% of them validated by the 
stores. 

Howard F. Baxter. chairman of 
the Grand Rapids, Michigan, 
Automobile Authority, told how 
that city handled its parking prob 
lem. 

Metropolitan Grand Rapids in 
cludes a total population of 230, 
000 persons and some 700 indus 
trial plants employing 49,000 per 
sons. It has what is reported to be 
the highest per capita automobile 
registration in the U.S 
for every two persons 

Further complicating the prob 
lem here, was the fact that Grand 
Rapids’ central business district 
is concentrated within a small 
area paying 8-10% of the real 
estate taxes which are the pri 
mary sources of city income. 

Although private enterprise was 
favored, public ownership of off 
street parking was adopted be 
cause the right of eminent domain 
is necessary to acquire most suit 
able sites. Private enterprise oper 
ates the parking lots under lease 
arrangements. 

A Parking Authority, author 
ized by the City Commission, de 
termined that there was a demand 
for 6000 more parking spaces in 
the city’s central business district 
The tentative master plan includ 
ed 18 parking sites in the central 
district and four in neighboring 
shopping centers 

An ordinance, passed by 


one Car 


the 


. 


City Commission and Finance 
Commission, created an Automo 
bile Parking System covering both 
off- and on-street parking rev 
enues 

The ordinance authorized the 
ultimate issuance of $2,435,000, 
30-year revenue bonds which are 
tax exempt and which can never 
become a general obligation of the 
city. 

Of this amount, $1,600,000, pro 
vides for three structures in the 
central business district and $435. 
000 provides for four parking lots 
in neighboring shopping centers 
The balance of $400.000 in bonds 
can be sold any time before July 
1, 1953, to provide facilities any 
where in the city 

N. H. Neilson. secretary of the 
Retail Merchants Bureau of the 
Des Moines, lowa, Chamber of 
Commerce, told about that city’s 
parking improvement plan 

The facilities for off-street park 
ing were acquired through the 
municipality. In this manner they 
were able to acquire the locations 
they desired, besa mi meter money 
helps finance the project, there 
are no real estate taxes, and park 
ing fees can be kept at a minimum 

Special state legislation was ne« 
essary before Des Moines could 
use parking meter revenue fot 
financing off-street parking. This 
was enacted in the 1949 General 
Assembly. Now of the park 
ing meter revenue must auto 
matically be placed in a fund used 
for the acquisition of parking sites 
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The Law Says! 


By GEORGE F. ANDERSON 


? a provision in a lease gives the 
tenant an option to buy the 
property for $20,000, the law im 
plies that the purchase price is to 
be paid cash. But if the option 
says “$20,000 upon terms to be 
agreed upon” this throws a cloud 
on the implication that the price 
is to be paid cash and probably 
makes the option too uncertain to 
be valid. However, if in such a 
situation the tenant relying on the 
option has made valuable improve 
ments, the option will be enforced 
Restatement 370. 


iy real estate is held in trust for 
one or more persons for life, 
and on their death turned over to 
somebody else, the fees of the 
trustee, and the expenses of ad 
ministration of the trust, must be 
taken out of the life estate. This 
seems unjust because the trustee 
certainly renders services in keep 
ing the property in repair, and 
conserving the interests of the re 
maindermen, and it seems that 
they should share in the expense, 
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FLINT, MICHIGAN 


If an option to buy does not specify terms, is the implication that 
the purchase price is to be paid in cash? Where are administrative 
expenses obtained in a real estate trust? Can the court order the 
sale of trust property even when the trust instrument prohibits 
such a sale? Here’s legal advice on these important questions 


but the law is that it is all taken 
out of the life estate. Tiederman 


on Real Property, sec. 56. 


HEN it is necessary, in order 

to preserve the estate, equity 
will order the sale of trust proper 
ty subject to future interest, where 
the trust instrument contains no 
power of sale. It will go further 
than that. It will order the sale 
of trust property even where the 
trust instrument prohibits the 
sale, and there have been a few 
cases in this country where equity 
has ordered the sale of property 
that was not in a trust, but this 1s 
rare. When property is so ordered 
to be sold the future interests in 
the property are extinguished, and 
it is the fee that is sold, but the 
proceeds of the sale are held in 
trust in leu of the real estate. 

It is obvious that when it is de 
sired to sell property it is impor 
tant to show that it is trust proper 
ty so as to give equity jurisdic 
tion, but if an instrument pur 
ports to create a trust and there 
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is no occasion for a trust, 
will not consider it a trust. 

Such a situation is presented in 
the case of Thompson vs. Adams. 
205 Ill. 552. The testator devised 
the property to his wife, in trust, 
for herself for life, or remarriage. 
and on her death or remarriage, 
it was to go to the daughters. You 
can readily see that here was no 
occasion for a trust and while the 
will purported to create a trust as 
a matter of fact there was none 

And that is the view taken by 
the court, saying: “No trust is 
created by this will. The widow 
is to have the sole use and benefit 
of the real and personal property 
so long as she lives and remains 
unmarried, antl upon her death 
or remarriage, possession and the 
title in fee simply will unite at 
once in the same persons. The 
provision of the will creating her 
trustee is therefore inoperative. A 
trusteeship cannot be predicted 
of one who holds for life. only. 
and for his or her sole use and 
benefit, and the instrument which 
gives the life estate also gives the 
remainder to others in their own 
right. and no duty other than 
those that grow out of their legal 
relation is imposed upon the life 
tenant. Schaefer vs. Schaefer, 141 
Ill. 337. The rights, duties and 
obligations of the widow under 
this will, long as she remains 
unmarried, are those of a life ten 
ant only. The words used for the 
purpose of creating a trust may 
be rejected as surplusage.” 


equity 


|* long term leases arbitrators 
are frequently appointed to 
make periodic re-adjustments of 
rents. In drafting such provisions 
one should remember to name 
substitutes in case some of the ar 
bitrators die or are unwilling or 
unable to act. If this is not done 
it is not a serious matter because 
the lease does not fail, but a Court 
of Equity will act in the matter 
and fix the rent. 
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First place winner in rental homes division: Fairlawn Garden First place, project of larger homes over 50 units: Walnut Creck 
Apartments, Stamford, Connecticut. Builder: Jesse Hartman Homes, Walnut Creek, California. Builder: Robert R. Platt 





4 









First place, complete community development of larger homes 
Landerwood Estates, Cleveland. Builder: Keyes-Treuhalt Company 


Winners in NAHB 


Development Contest 


Neither the Korean war nor Regulation X held 
down the quality of entries in the 1950 Neighbor- 
hood Development Contest, sponsored by the Na- 
tional Association of Home Builders. The competi- 
tion, sponsored to bring forth the industry's best 
design for residential development, was conduct- 











ed under the guidance of David D. Bohannon. 


Judges were: Waverly Taylor, builder-developer 
of Washington, D.C.; H. Everet Kinkaid, land plan- 


ning consultant of Chicago, and John Highland, 
architect of Buffalo, New York. Scrolls will be pre- 
sented winners at NAHB‘s annual convention. First 
place winners in the contest are shown here 


nt of econo 
” Atkinson 


First place winner in) 


Missiondale, iS 


What Does Management Owe to Owners? 


By LYNDON LESCH 


L. J. Sheridan & Company 
Chicago 


\ ITH rare exceptions, we who 

manage real estate place em 
phasis on present return on the in 
vestment, and overlook a responsi- 
bility to our owners of equal if not 
greater importance protection 
of the investment. If we want to 
compete with other forms of in 
vestment.we must expand and di- 
rect our management to include 
methods and activities that will 
maintain or increase the value of 
property as well as the rate of re 
turn. 

If we are to render our best ser 
vice, we must protect both the 
physical property and its earning 
power. Neither a building in sound 
physical condition with an unsat 
isfactory net income. nor a build 
ing with present satisfactory in 
come but neglected physical con 
dition, can command as high a 
value and retain its value as on 
having both good income and 
sound physical condition. 

For most locations, the day has 
passed when increment in land 
value offsets depreciation in the 
improvement. Almost all buildings 
reach a time when they must be 
wrecked because they no longer 
earn a satisfactory return on the 
land. The day of wrecking can be 
deferred many years by a sound 
maintenance program, keeping the 
physical appearance and use and 
enjoyment of the property as near 
ly like newly-constructed compet 
ing buildings as possible. 

It is important that management 
make inventories of physical con 
dition at least once a year. From 
these inventories, it should arrange 
for maintenance requiring im 
mediate attention and also set up 
a long term maintenance program 
to head off unnecessary deprecia 
tion. Maintenance expense will 
then be minimized, spread over a 
ionger period, and net income 


) 


Protection of the investment . . . that’s management's obligation 


to ownership, says the author. He gives the formula for fulfilling 


that obligation today ... “as you go” modernization, long range 


maintenance, long term leases, complete operating records. And he 


explains how his company’s rental adjustment clause has helped 


solve the problems inherent in today’s quick-changing cost structure 


earned on a more level basis com 
parable to dividends and interest 
on stocks and bonds. 

The value of the investment 
may be seriously impaired by de 
preciation of the district or com 
munity. Usually these forces of de 
preciation are too great to over 
come. Only by having owners and 
tenants join forces in a central or 
ganization can projects be promot 
ed that hold firm and increase 
values. In Chicago, for example, 
much has been done by the State 
Street organizations, groups along 
other principal streets, and the 
Central Business District 

How can we secure the maxi 
mum income for our own 
ers? The first important step is to 
adopt a sound, properly balanced 
schedule for minimum rentals. To 
prepare such a schedule, we must 
keep ourselves up-to-date on the 
vacancy situation and rental rates 
of competitors, much as depart 
ment stores have “shoppers” 
checking on prices and merchan 
dise in competing stores. 

The laws of supply and demand 
can be offset somewhat by excel 
lent maintenance, replacement of 
ippointments, “as you go” mod 
ernization, and courteous and effi 
cient management service. These 
can make the building a preferred 
building, create a special demand 
for space, permit higher rentals. 
minimize vacancies and turnover 
of tenants 

There are sections of the coun 
try where written or printed leas 
es are not used for certain types of 
property and leases are only on a 
verbal month-to-month basis. I am 
a strong believer, whether the 
lease be for a month or 199 years, 
in a carefully-drawn form setting 
forth clearly the understanding of 
all parties on all points. 

Another desirable policy in leas- 


OTOss 
gros 


ing is to spread lease expirations 
over a period of years to avoid 
tenant threats of large vacancy and 
to assure greater continuity of in 
come through fluctuations of the 
business cycle. Other good leasing 
policies: Allocate space intelligent 
ly so that small units under short 
term commitments are kept adja 
cent to large and important tenants 
to take care of expansion require 
ments. Concentrate vacancies as 
much as possible to permit offer 
ing space to either large or small 
prospective tenants. In periods of 
depression, refuse to accept tenants 
who may injure the prestige of the 
property. 

In these days of continually in 
creasing taxes, operating and 
maintenance expenses, the proper- 
ty manager feels incompetent to 
predict future rental rates and is 
reluctant to make leases for terms 
longer than one year. On the other 
hand, tenants, particularly in com 
mercial and industrial properties, 
are unwilling to move to new lo 
cations or to make essential altera 
tions and improvements to their 
existing rented space with short 
term leases. And yet they are re 
luctant to sign leases with increas 
es in rental. Owners also are hesi 
tant to make major changes, such 
as the installation of air condition 
ing, on short term leases. 

We have overcome this in our 
office by using a rental adjustment 
clause (sometimes referred to as 
an escalator clause). Under this 
clause, a three-year lease provides 
usually for one rent increase; a 
five-year lease for two increases 
with the further provision that the 
tenant may escape paying the in 
crease by giving advance notice to 
cancel before the increase is effec- 
tive. 

If the increase is justified in 
comparison with other comparable 
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space, the tenant will not exercise 
the cancellation right. If it isn’t, 
he will cancel, in which case the 
lessor can reinstate the lease at the 
previous rate or negotiate an “in 
between” rental. 

Recently, for some tenants o¢ 
cupying larger spaces and requir 
ing leases for 10 and 15 years, we 
have negotiated 10- and 15-year 
leases with this adjustment clause 
providing for increases for the first 
five years. For the remaining term. 
the lease provides that the annual 
rental shall be the same as the 
annual rental for the fifth year, 
increased or decreased by an in 
crease or decrease in taxes and 
yperating and management ex 
penses in the 12 months preceding 
the 54th month of the lease. Under 
this last provision the tenant some 
times is given the right to cancel 
the lease at the end of specified 
years if the rental increases, and 
the lessor reserves the right to re- 
instate the lease at the prevailing 
rental. 

We have encountered practical 
ly no resistance from tenants in 
accepting these lease adjustment 
clauses during the past three years 
and can observe no handicap to us 
in competitive leasing 


So far we have considered only 
gross income as a means of hold 
ing firm or increasing net income 
In these days of rising costs, a care 
ful watch of expenses often makes 
it easier to increase net income 
than to increase gross income 
Here are some ways to cut costs 
careful examination of tax assess 
ments, careful selection and train 
ing of personnel, periodic analysis 
of operating methods, use of more 
mechanical equipment. contract 
ing for specialized services, sys 
tematizing work to eliminate un 
necessary payroll costs. 

The competent management 
office should be alert to obtain new 
business through new advertising 
and publicity ideas, and should be 
staffed with energetic space sales 
men, competent to reach and in 
terview courteously tenant pros 
pects. 

In addition to detailed monthly 
operating statements, owners 
should receive periodic reports of 
the property’s physical condition, 
schedule of minimum rentals ad 
justed periodically to the market. 
an operating budget of income and 
expense to estimate future earn 
ings 

If we 


extend these services to 
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Greater Value 


at 
Lower Cost 


By economical, streamlined modular construction, 
Pollman Homes offers new low costs in a wide 
variety of attractive factory-built homes. Dis- 
criminating real estate builders and developers 
are finding that Pollman Homes, built by experi 
enced craftsmen, increases the prestige of their 
information, 


subdivisions. For further 


Pollman Homes 


DEPENDABLE 
AUTOMATIC 
HEATING 


write to 


BURNS LOW-COST HEAVY OILS 


For completely automatic heat or processing steam! The Winkler 
Rotary Cup Oil Burner eliminates dust and ashes and the need 
for boiler-room help. New design amazingly simplifies the burning 
of low-cost heavy, residual oils 
in ample quantities. Find out now how much you can save by 
changing to a Winkler! 


WRITE FOR INFORMATION 


protect the investment, we will 
make real estate generally a more 
desirable and popular form of in 
vestment and consequently secure 
more management business 


Tax Return 
(Continued from page 23 


cases, a year later as shown 

estate tax return. If the 
been in your hands 
before March 1, 1913, the 
would be the fair market 
value as of that date. 

Holding period. Property held 
six months or would, when 
sold, result in short-term capital 
gains and is 100% taxable. Proper- 
ty held over six months, would fall 
in the long-term category 
only 50° taxable. 

Bear in mind that one day might 
make the difference between 
category and the other. The 
of acquisition does not count 
the day of sale counts as the last 
day. With regard to options, the 
holding period begins when the 
option is exercised and not when 
it is acquired, If residence is con- 
verted to a rental property and 
then sold, the holding period be- 
with the original purchas« 
date and not the date of convert 
ing the property 


REDUCE 


YOUR 
BOILER-ROOM 


SOTIE 
in the 


property has 


SINCE 


“cost 


le SS 


and is 


day 
but 


gins 


a type of fuel always available 


WINKLER 


“ur OIL BURNERS 


cup 
U. S. MACHINE CORP. + Ind. 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREET, TOLEDO 9, CHIO 








Dept. O11, Lebanon, 





NaTIONAL Rea Estate anp Burtpinc JourNaL —- January, 1957 41 








SALES PLUS = SALESBOARD 


FOR SALE 


2 FAMILY - BRICK 

‘a “Usenme ih xeane Double-Oven Range 
$17,000 A new double-oven range with push-button con 

trols and a built-in electrically heated salt conditioner 
FAMILY- STUCCO heads General Electric Company's 1951 line of 
BUNGALOW ‘TYPE ranges. ; 
S ROOMS s9.000 The new model range, called the “Liberator,” is 
finished in titanium enamel, has a backsplasher of 
Style Ist. & 2no. MORTGAGES increased height, and full-width fluorescent lamp 
No. 712 ARRANGED TO SUIT that lights the entire cooking surface. A small heater 

Alumioum installed in the backsplasher keeps the salt container 


frame and dry . 
stand 


attached The Liberator also has two giant surface units, 
ee Tell-A-Cook lights, and roller bearing storage draw 
ers. 


id } Oil-Fired, In-A-Wall Furnace 


Furnished in aluminum or stainless steel frames. From Designed to meet the requirements of a low priced 

15 x 30” in size to 20 x 30", Write Dept. RE-1. central heating system, The Delta Heating Corpora 

Acme Boards and Signs can be furnished in any style tion, Jackson Heights, New York, has introduced a 
a ae at He your ne eee Illustrated self-contained automatic oil-fired wall furnace. 
: 5 Ds . . o Viigatioy a ~ wr T° 

older mailed upon request. | obligation The unit has a rated output of 92.000 BTL s per 

V oO) @ 57 cast i2™ street hour and has been approved for installation on a 

© usw voor 3. 4. ¥ wood or concrete slab floor. No clearance is required 

___ between wall joists and the furnace unit and it may 

BULLETIN COMPANY be connected to adjoining chimney or a prefabri 

cated patent flue. 

No duct work or piping is required. Built-in cold 
and warm air registers are provided on both sides 
of the furnace to assure equal heat distribution to all 
pasts of the house. A feature of the unit is a two 
speed circulating fan which during the warm months 
is utilized as a fan. 














ee ; ? 
Time to Renew your Mortgage: — 

The Westinghouse Electric Corporation has an 
nounced the introduction of a new electric bathroom 
heater available in 1250- and 1500-watt ratings. 
Units of both ratings are identical in size, weight, 
and appearance, fit the same wall openings, and con 
nect to the standard 115-volt alternating current 
house service. 

Larger openings at the top of a polished chromium 
plated steel grille enable improved circulation of 
heated air. The model operates on a “double-action 
heating” principle that heats by radiation of infra 
red rays as well as by continuous circulation of heated 
air. 





Two-Tone Refrigerator 


i “ j A snow-white and ice-blue refrigerator that auto 
| lL atically defrosts itself in 2 to 10 minutes > ever 
e: 4 \ | ma ; 2 to minutes once every 
<7 Van oe L - ws iy 24 hours. is a 1951 model of the Norge Division of 
* - Borg-Warner Corporation, Chicago. 


The speedy performance of the “Jet Self-D-Froster” 
is due to the use of an electric heater which com 
pletely melts and removes frost on the freezer in Jess 
than 10 minutes. 

Leaders in Large Loans An electric timer, with a 24-hour marked dial. en 
ables the homemaker to select any hour of the day 
or night for defrosting. The defrost water flows into 
a “handefroster” which is quickly and easily emptied 
at infrequent intervals 
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Photo-Copier 

A portable photo-copier which will copy 9x14-inch 
legal size documents and curved, tightly bound pages 
of a book is available from E. J. Lush, Inc., New 
Haven, Connecticut. 

The machine makes copies in a matter of seconds 
and will reproduce colors, copies under normal room 
lighting without fogging paper, weighs only six 
pounds, and may be carried in a briefcase 

Photo paper can be developed on the spot in stand 
ard developing solutions and no darkroom needed. 


Window Manufacturers Merge 


Following a recent merger of the Aluminum Win 
dow Manufacturers Association and the Aluminum 
Window Institute, 18 manufacturers of this type 
window are now organized into one organization 

The new association will continue a program of 
promoting the maintenance of high quality stand 
ards in the design and manufacture of all types alu 
minum windows. A “Quality- Approved” seal has 
been instituted by this group for display on alumi 
num windows that have been tested by the inde 
pendent Pittsburgh Testing Laboratory and meet the 
minimum structural standards covering quality of 
materials, construction, strength of sections, and air 
infiltration requirements of the association. 


New Double-Track Door Hanger 


An improved hanger for by-passing cabinet and 
wardrobe doors is in production by Jay G. McKenna, 
Inc., Elkhart, Indiana. Called Kennatrack Series 250, 
it has a heavier double-track extrusion and a nylon 
wheeled hanger that is countersunk on both sides. 
This permits doors to be mounted in two positions in 
relation to the track, thus conforming with modern 
flush panel design. 

It has been designed specially for light-weight, by 
passing cabinet, show case, or wardrobe doors. Ope n 
edge screw holes permit doors to be removed by sim 
ply loosening SCTeWS., 





Memory Pays a Dividend 


N ALLENTOWN, Pennsylvania recently, a 

reader of National Real Estate and Building 
Journal who had sold a considerable amount of 
inherited property and who dabbled in construc 
tion mortgages and other forms of real estate 
investments, was served with an unusually high 
tax bill. The tax was computed on the basis that 
he was a dealer and. therefore, 100% taxable 
for 1947 and 1948. 

The man immediately called in a firm of cer 
tified public accountants to help solve his de 
lemma. But the accountants were puzzled too 
Finally, their client took out some copies of the 
Journal, found several items in “Tax Facts” 
that had a bearing on the situation. The infor 
mation resulted in a complete quashing of the 
assessments. 

“Tax Facts,” 
New York CPA 


tion, appears 


written by Bert V. Tornborgh. 
specializing in real estate taxa 
monthly in the Journal. 
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ARCHITECT 
Frank A. McNally & Assoc., Chicago 
BUILDER: 5858 Sheridan Corp. 


America’s finest 
sinks for 
America’s finest 
buildings 


y sink guoronteed + 


Everlasting Beauty — Prestige — 
Minimum Maintenance of Elkay 
Lustertone Stainless Steel Sinks add 
a distinctive mark to the kitchens 
in this modern apartment . . . add 
rental appeal and re-sale value 
to any building or home —new 
or old alike. Lustertone remains 
permanently bright, unstained 


and untarnished never needs 


AWARDED 
FASHION 
ACADEMY GOLD MEDAL FOR EXCELLENCE OF DESIGN 
Write for literature and prices 
ELKAY Manufacturing Co. 
e World's Oldest Manufacturer of Stainless Stee! Sinks 
S. 54th Ave., Chicago 50 


WHEREVER YOU ARE BUILDING 
keep plenty of dependable 


scouring or bleaching. 


WATERPROOF 
= SISAL-REINFORCED 
PROTECTIVE PAPERS 


always on the job 


SISALKRAFT Products are strong “talking points” 
in any housing sale! Their cost is surprisingly small. 
The protection they provide is great. They are the 
only genuine sisal-reinforced waterproof protective 
papers, As moisture-vapor barriers . . . wind, dust 
and dirt barriers . . . protection against destructive 
weather . . . SISAL KRAFT belongs in every type of 
housing or building from the smallest basementless 
homes to the largest multiple unit structures, 
SISALATION Reflective Insulation saves up to 50% 
or more, Economical, effective, costs less to apply. 


Write for free samples and practical data 
THE SISALKRAFT CO. 


Dept. NR-1 * 205 W. Wacker Drive * Chicago 6, Illinois 
New York 17, N. Y. © San Francisco 5, Calif 
Manufacturers of SISALKRAFT © SISALATION © COPPER ARMORED SISALKRAFT 
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STOP LOSING DEALS 


MISPLACED MEMOS 
ay: INSUFFICIENT INFORMATION 
7 HAVING TOO FEW LISTINGS 


Here is each salesman’s “gold mine.’ Because deals mean 
simply filling a prospect's needs, usable records of these 
needs is all-important. Only this proven system provides 
that (plus extra SELLER offerings) 
fingertips . . 


. right at the 
. instead of lost in a cluttered drawer 

This SPECIAL SALESMAN’S SET, box indexed as shown, 
corresponding to the property types on the BUYER 
(prospect) card . . . includes 100 white BUYER and 50 
buff SELLER cards, for only $3.00 complete, postpaid 
SALES EXECUTIVES: write for free illustrated Folder 
B that will show you how to save time and money and 
increase your sales. 


HARRIS N. KROLL & CO. 


1110 Brentwood Bivd. St. Lowis 17, Mo. 








Sales Rut — 


Continued from page 25 


considerable success. I remember several years ago 
selling a $110,000 house in the Indian Village to a 
wealthy man living in the Cass Farm district, who 
insisted that under no conditions was he interested 
in a home. I obtained a photograph of his house and 
a photograph of the house I was offering. I placed 
them on opposite sides of the inside leaves of a folder 
Below I made a very careful set-up showing the iax 
es, water rates, insurance, and estimated upkeep on 
his house and below this my estimate of the yearly 
depreciation. I also showed an estimate of the value 
of his house ten years hence. On the opposite page | 
gave the same data as to the new house and below 
showed the additional cost to him of living in the new 
house for the next ten years over the old house. He 
admitted the figures were startling. | made the sale. 

6. Give special attention to small details. Make 
sure that you handle a rental in exactly the same 
businesslike, systematic, accurate and interested man 
ner that you do a sale of the largest property. Make 
sure that you convince your customer that you have 
a thorough knowledge of your business and that you 
are efficient. He will not forget this when he is ready 
to make some real estate deal in the future 

7. Show the property. No picture on paper or mental 
will take the place of the thing itself. If the prospect 
is ready to look at the property don’t make the mis 
take of trying to tell him all about it before you reach 
it. Talk about something else and particularly about 
his business. Talk about the things that interest him 





Long 
Term 


CASH. = 


for hotel properties 
IN ANY CITY 


COAST TO COAST 
CANADA OR MEXICO 


Gow 


Our representative will be glad to call and work 
with you. 

For satisfactory arrangements, utmost dependability 
and outstanding security WRITE or CALL COLLECT 


H. J. DaALbIN, 

REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


cw 
WE ARE NOT BROKERS 
|WE ARE HOTEL OPERATORS 








Central New York's 


Largest Sales Organization 


e Downtown Commercial Property 
e Warehouse and Factory Sites 
e Hotels and Apartment Buildings 


e Mortgage Loans for every need 
Brokers’ Inquiries 
Invited 


JACKSON M. 


Por 


INC. 


2-0223 


237 EAST GENESEE STREET SYRACUSE, N.Y. 
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Dan A. Duryee, realtor of Everett, Washington, is manager of 
D. A, Duryee & Company, established in 1902 by his father. The 
company operates a well-rounded brokerage department along with 
insurance, property management, and home building. Mr. Duryee 
is a member of the Na al Association of Real Estate Boards, 
Washington State Association of Realtors, a director of the Everett 
Realty Board, and member of the Chamber of Commerce 


UR sponsorship of Perfect Home Magazine is an integral part of our over-all advertising 


program for all departments of our office,” says Dan A. Duryee, realtor of Everett, Wash. 


“Response from our clients clearly indicates that the ideas, suggestions, and discussions 
contained in Perfect Home are timely and valuable. Many of our clients have incorporat- 
ed ideas found in Perfect Home in their new homes, and these ideas have made their exist- 
ing homes more pleasant to live in. 


“We and our co-sponsors are enthusiastic and are especially proud to present Perfect Home 
to our many friends and clients in helping to maintain our good reputation and to cre- 
ate new business in the community.” 


We take sincere pleasure in passing along to you Mr. Duryee’s plaudits. His enthusiasm for 
Perfect Home Magazine is shared by leading real estate, home building, and home financ- 
ing organizations the nation over. 


Perfect Home is edited for leaders as a community force — a messenger of goodwill. Not 
only does it promote the “home idea” but it is also designed to connote quality, fair dealing, 
high ethics, and a thorough knowledge of what is new in home design, construction, equip- 
ment, and decoration. Thus it builds prestige, goodwill, public confidence. 


Such quality and interest in a house publication would ordinarily be within the reach of 
only the largest organizations. But through the Perfect Home Plan, editorial and other 
preparation costs are shared among the users throughout the nation. Local reproduction and 
mailing costs are in turn spread among the selected, reliable, local building factors who benefit 
from it. Thus costs to each participant are nominal. 


A limited number of exclusive, annual, renewable franchises for Perfect Home Magazine 


are available in certain communities to real estate, home building, or home financing or- 
ganizations of unusually high qualifications. 


If interested address your inquiry to 


STAMATS PUBLISHING COMPANY 
CEDAR RAPIDS, IOWA 
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Every Type of 
Real Estate Sign 
* Attractive 
* Durable 
* Low cost 
* Prompt service 


* Masonite, cardboard, 
metal 


Large assortment of stock signs 
Write for information to 


SETLICH SIGN CO. 


2807 Goodfellow St. Lovis 20, Mo. 


loan Ca 

















Realtors Sign Service 


METAL SIGNS, 14 x 20, Lots $.44 each 


Box 1022. Greenville. S.C 








DRESS UP YOUR 
SIGNS 


Our 14 Years Experience in Making 
REAL ESTATE SIGNS EXCLUSIVELY 
Assures You of Better Signs That Have 
SNAP — PUNCH and POWER 


Write for Prices Today 


HERMAN SIGN COMPANY 


Affiliate Member 
ST. LOUIS REAL ESTATE BOARD 


5355 Walsh Street .. . St. Louis 9, Mo. 








REALTORS METAI 


Sample. Iu 
" 


t 


SIGNS Write for Free 
ture and es 


strate itera rice 
ANCELOT STUDIOS, 246 Third Ave., Pitts 


burgh 22 








Every Type of 


SIGNS 


For Real Estate Firms 
@ PROMPT SERVICE 
@ WRITE FOR PRICES 
“WE SIGH THE nATIOR* 


fACTIVE DISPLAY ADY 


Chicage 6. Il! 


Fan 
ne oy 


Pw 1702 West 19h Street 





Some people have thrown in the towel in the fight to discontinue 
rent control. But many more are fighting tooth and nail to get the 
government ring out of the real estate nose. In Washington, D. ( 
for example, the local rent administrator says rents have been 
raised more than 20% since 1941. Rather than making an un 
founded retort, Washington property owners and managers are 
making a factual survey to find out about the rental income of 
every possible property over the past 10 years. The survey will 
have to show quite an increase to account for the loss in income 
due to a drop in dollar value from $1.02 in 1939 to $.581 in 1950. 


Salt Lake City, plagued by a parking problem like most other cities, 
is putting its foot down. A new city ordinance makes it mandatory 
for all new home builders and commercial builders to provide ex 
tensive off-street parking facilities. Each new family unit must 
have a garage; stores must provide one parking space for every 
300) square feet of first floor area, an additional spot for every 750 
square feet of space above the first floor 


New Jersey Realtors are providing a standout example of grass 
roots public relations. Especially evident during the past few 
months are numerous stories in New Jersey newspapers lauding 
Realtors for their services to community and nation. In a New 
Brunswick paper recently, and editorial appeared titled “Realtors 
Play a Vital Role.” One paragraph read during the past 
10 years realtors have brought 16,000 industries, employing one 
million persons with untold millions in purchasing power, into 
New Jersey; have negotiated leases and sales of commercial prop 
erties worth a billion dollars; have acted as brokers in the sale of 
three-quarters of a million houses, initiated the building of over 
100.000, and arranged the financing for over half a million home 
sales.” 


The B. J. Bergton Company, Teaneck, New Jersey, doesn’t fear 
tegulation X. The company just sold 35 new houses priced at 
$14,000. The entire project was sold out with non-vets buying 
about half and paying an average of $5.400 cash, $1.500 above 
Regulation X requirements. The rest were purchased by vets who 
paid slightly more than 5% in cash because the houses weren't 
officially subject to new credit regulations 


News Nibblings: Mike McGhee, real estate editor of the Memphis 
Commercial Appeal, says that Realtors must be on the alert or they 
are going to be euchred out of the exclusive term “Realtors.” much 
the same as Bayer lost exclusive use of the word “aspirin” and 
Eastman lost the name “kodak”... Frank Burns is the newly elected 
president of the Denver Association of Home Builders. the second 
Realtor in two years to have the office Breckenridge. Texas. 
gave the Federal Treasury a $750.000 Christmas gift. The local 
public housing authority turned back the money allocated for 75 
housing units, asked that it be used for defense purposes The 
largest construction contract ever awarded to a construction com 
pany goes to F. H. McGraw and Company. New York. It involves 
building a $350 million project for the Atomic Energy Commission 
at Puducah. Kentucky. It will require 10.000 
than two years to complete 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 
SALES 
@ ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@KNOXVILLE 
TENN 
Richards Real Estate 
Co 
22 Market St 
@AUGUSTA, GA 
Sylvia M. Barry 


Augusta’s Leading 


Realty Broker 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in 
the U.S.A 
@DENVER, COLO 
Garrett-Bromfield & 
Company 
@ORLANDO, FLA 
Sec Building 
Se Harlow G. Fredrick 
Anywhere in Florida 


@eDENVER, COLO 
V. J. Dunton Realty @ TOLEDO, OHIO 
Schuster & Co 
George E. Schuster 

Gardner Building 


o 
400-10 Midland Sav 
ings Bide 


FOR EXPERT 
APPRAISAL SERVICE 


eCOLUMBLS, OHI¢ 
William P. Zinn & 


@ NEWARK, N.J 
Van Ness Corpora 
Co ton, 

37 North Third St H. W. Van Ness, 
President 

24 Commerce St 


@CONCORD, N.H 
William FE. Sleeper 


@NEW YORK, N.Y 
Realtor-Appraiser 


Scientific Appraisal 
Corporation 

7 East 42nd St 

$200,000 values and 

@EAST ORANGI up only 
N.J 

Godfrey F. Preiser 

M.A.1. — S.R.A » . 

1 N. Harrison St ag ADELPHIA, 


Richard J. Seltzer, 
M.ALT 


12 South 12 Street 
@ MINNEAPOLIS 
MINN 
N an L. Newhall 
— eST. LOUIS, MO 


A 
519 Marquette Ave Otto J. Dickmann, 
M.A.I 


1861 Railway Ex- 
change Bidg 


@NASHVILLI 
TENN 


Biscoe Griffith Co eST. LOUIS, MO 
Since 1914 Henry R. Weisels 
214 Union Street Company 
Tenn.—Ky Ala S.LR Fst. 1894 
$18 North Eighth 


@NEWARK, N.J 


Harry J. Stevens 
1.AJ1 


e@FOLEDO, OHIO 
Howard W. Etchen 
M.A.I 


478 Central Avenue Etchen-Lutz Co 


FOR LAND PLANNING 


eWILMETTE, ILI 
Myron H. West 
916 Greenleaf Ave 


FOR IDEAL 


STORE LOCATIONS 


@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA 


Sherman-Hemstreet 
ealty Co 
801 Broad Street 


@ BALTIMORE, MD 
B. Howard Richards 


Inc 
Morris Bidg 


@DES MOINES, IA 


Donahoe Investment 


o 
Retail, Wholesale 
Industria 


@KRANSAS CITY 
MO 


Mosely & Company 

Retail, Wholesale 
Industrial 

Suite HLI1, Insur 
ance Exch. Bidg 


@NEW ORLEANS 
LA 


Leo Fellman & Co. 
829 Union Street 


@OKLAHOMA CITY 
OKLA 


H. F. Bradburn 
Fidelity Bldg 


@OKLAHOMA CITY 
OKLA 


Tom Pointer Co 
304 Local Bidg 


esST. LOUIS, MO 
Isaac T. Cook Co 
1818 Arcade Bide 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 


Ave 


@ WASHINGTON 
DC 


Shannon & Luchs 


o 
1505 H Street, N.W 


FOR PROPERTY 


MANAGEMENT 


eCOLUMBUS, OHIO 
William P. Zinn & 
c 


o 
47 North Third St 


@DENVER, COLO 
Garrett-Bromfield & 
Company 
Security Building 


@DENVER, COLO 
V. J. Dunton Realty 


Co 
400-10 Midland Sav 
ings Bldg 


@ TOLEDO, OHIO 
Schuster & Co 
George E. Schuster 
Gardner Building 


FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
Specializing East 
ern Penna 


@COLUMBUS, OHIO 
William P. Zinn & 


o 
37 North Third St 


@eSCHENECTADY 
N.Y 


R. C. Blase 
434 State St 


@SYRACUSE, N.Y 
Jackson M. Potter 
ne 


237 East Genesee St 


@e TOLEDO, OHIO 


The 


Al BE. Reuben 
» 


618-20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, NY 


Picotte Realty, Inc 
120 Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
Specializing Fast 
ern Penna.’ 


eCOLUMBUS, OHIO 
William P. Zinn & 
Company 
47 North Third St 


@CONNECTICUT 
AND VICINITY 
Nathan Herrup, Inc 
61 Allyn St 
Hartford 


@DODGE CITY 
KANSAS 
L. B. Hancock, In 
P.O. Box 947 


e INGLEWOOD 
CALIF 


Emerson W. Dawson 
P.O. Box 555 


@KANSAS CITY 
MISSOURI 
Moseley & Company 
Retail, Wholesale 

Industrial 


@ MOBILE, ALA 
Thos. M. Moore 
Industrial Site 


Specialist 


@OKLAHOMA CI 
OKLAHOMA 
Tom Pointer Co 
M4 Local Bide 


eS). LOUIS, MO 
Otto J. Dickmann 
M.A.1 
1861 Railway Ex 
change Bidg 


est. LOUIS, MO 
Henry R. Weisels 
Company 
S.LR Est. 1894 
S18 North Eighth 


@SAN JOSE, CALIF 
Thos. L. Mitchell & 
Company 

97 FE. Santa Clara 
St 


eSCHENECTADY 
N.Y 


@ TOPEKA, KAN 
Greenwood Agency 
108 East Seventh St 


FOR FARMS 
AND RANCHES 


@ DENVER, COLO eLOS ANGELES 
V. J. Dunton Realty CALI 
Company California-Nev ada 


490.10 Midland Say 


Company 
ings Bldg 


412 W. 6th Street 


Suite 1111, Insur RK. C. Blase 
ance Exch. Bide 434 State St 
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CHECK HERE! 


 Quality-tested materials 6 Forced air furnaces 

( Practical room arrangement i Exceptional insulation 

WY Washable Mellow-tone walls 6” Automatic water heaters 

Modern bath fixtures Steel casement windows 
“American Kitchens 


A smooth, fast production line operation, 
PLUS rigid testing and quality control, PLUS 
the finest materials, PLUS contemporary 
good looks that please today’s home-buyer 
. .. these are your assurance of value in 


Gunnison Homes! 


é, 
Coane” 
The oronado — 


(pictured) 
The CHAMPION ... 
Precision-crafted, 


UNITED STATES STEEL Uss CORPORATION SUBSIDIARY 


built to endure! NEW ALBANY 


“GUNNISON,” “CORONADO” AND “CHAMPION” — T.M. GUNNISON HOMES, INC. 
’ 





